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New Products and Improvements of Interest 





General News From the Field (Six Pages) 











PULL QUPPLIES 











Force Feed Oilers Standardized for Stock 


HE “Genuine Detroit” Force Feed Oiler, Model JTS, 

has been so designed that it is universally adaptable 
to all types of steam engines, gas engines, pumps, air com- 
pressors, etc. 


Manufactured in 1, 2, 3 and 4 feed sizes, with shaft extend- 
ing through the oiler permitting it to be driven from either 
end and furnished complete with the necessary connections 
for easy and substantial installation. 


IN ADDITION TO BEING SUPERIOR IN APPEAR- 
ANCE AND FINISH THIS NEW AND BETTER 
FORCE FEED OILER EMBODIES NUMEROUS 
OTHER DISTINCTIVE FEATURES. Let us tell you 
about them. Write for Catalog No. 100 and prices. 





FOR small steam engines and pumps where a correspondingly small 
sized oiler is desired we offer the Model LS. 


This oiler is manufactured in one-feed, one quart capacity only and like 
the Model JTS finished in lustrous black enamel, furnished complete with 
all necessary fittings for installing. 


THESE OILERS ARE, BECAUSE OF THEIR SUPERIOR FEA- 
TURES, READILY SOLD AND CARRY A HIGHLY SATISFAC- 
TORY PROFIT TO JOBBERS AND DEALERS IN MILL SUP- 
PLIES. 


G DETROIT |UBRICATOR (OMPANY. G 


DETROIT, U.S. A. 




















GILBERT WOOD PULLEYS 





Design 
Material 
Workmanship 
Finish 
Reputation 
Service 


Sell 


Themselves 





SAGINAW MANUFACTURING COMPANY 
SAGINAW, MICHIGAN 
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One of two 72”-3-ply 
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Miilion mile 
belts 


Mileage of a million or two is an ordinary per- 
formance for pre-tested Reliance or Sea Lion 





pre-tested Reliance and Sea Lion belts that are giving 
an equal or a greater mileage—and throughout their 
life are transmitting power at an efficiency of 98.5 per 
cent or better—usually better. They travel at speeds of 
from 35 to 60 miles per hour and keep it up for years— 
running night and day when desired. 


seinen (eaten tal ie i Sn i It is no wonder that such mileage—such serv- 
= and pera ieee decease an on ice records—such efhciency in power transmis- 
t Ada, Oklahoma. Angeles, Washit I 


sion—demonstrates to the satisfaction of any manage- 
ment that in the long run these finely made leather belts 
are the most prohtable to use. 

Pre-tested Reliance and Sea Lion (water- 
proof) leather belts give the most service for the 
dollar when all items of cost are taken into considera- 
ation, 

If you could but go through our factory and 


see how we are applying the use of belt tests and 
scientihe ratings and inspections, you Ww ould readily see 


belts. 


Automobiles do well to go 100,000 miles without 








how the Chicago Belting pre-tested methods are produc- 
ing a new and higher quality of leather belting. 
that will give 


overhauling—and 300,000 miles is about the maximum 
life of most of the good cars. 
Chicago Belting Company belts on any well 


designed drive deliver from a million to three 
million miles with but little attention. 


A quality 
and more mileage :-— 
the 


you better service 
Imcrease 


your production and at time Jower 


your costs. 


Chicago Betting Company i 


same 


Three such installations are pictured but there “irriavns, Mawmufiacturers of (eather Belting 
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This Line Opens Bigger Markets 


The CAPITAL Line of industrial brooms and brushes 
offers wider sales opportunities, because it meets prac- 
tically every industrial requirement. The high qual- 
ity of the line insures steady repeat business. 





No. 8 Bench Duster 
Made of Tampico 


We Help You Build Business 


When a jobber takes on the CAPITAL Line, we put 
to work for him a selling-cooperation that really sells 
the goods and develops the possibilities of the market 
to the utmost. Such a service will pay you big profits. 
Write for complete details. Catalog 17 sent free on 
request. 


Indianapolis Brush & Broom Mfg. Co. 


126 Brush St. 





CAPITAL Factory Floor Brush 


Imported Fibre Center 


Indianapolis, Ind. 


Brushes-Brooms 


For All Industrial and Trade Uses 








CAPITAL 


When writing to Advertiser 














please mention M!tLt Suppiies 
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“SATISFIED” 


That Is What You Will Say After Trying 


Cc. D. RAILROAD UNIONS 


The Unions With the Brass Valve Seated Disc 
NO GASKETS REQUIRED 


DURABLE, ECONOMICAL AND SAFE 
ILLINOIS MALLEABLE IRON Co., CHICAGO, ILL. 


‘ Manufacturers of a Complete Line of MALLEABLE AND 
Made of Heavy Pattern Air CAST IRON PIPE FITTINGS Write for Catalogue 


Furnace Malleablie Iren 




















The Highest 
Grade File Made 


‘‘The File You Will Eventually Use’’ 


DELTA FILE WORKS, PHILADELPHIA, PA., U. S. A. 














Mill Supply Buyers’ Guide Vl Pptitbers | 


1924 EDITION 
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Will be out of the bindery in Ting Ek peuais Gt cquasnei—-peem--ouighe- tat 
ance—ease of handling—every item that enters into fine tool 
January craft and better, quicker work. 
F e U. S. Portable Drills combine all those qualities. Further, 
or 17 years it has served you each drill is Air Cooled—Ball Bearing—has double pole 
- switch—starts and stops without removal of either hand— 
Under the title of . - _rccacca of everything that goes to make a truly fine 
Till. 
Buyers’ Reference Section A gs —_ D. om A. C. or Universal Motor. Plug to 
° e ° any electric light socket. 
of Engineering Directory pe nave a very interesting trade proposition for Jobbers 
. . an ealers. 
It will be built to order Write for catalog 20-P. 
for all manufacturers he UNITED STATES 
Who sell the Mill Supply Jobber ELECTRICAL TOOL CQ 
Special advertising rates for vcteict TS, 
2 L/ist¢ Sates Ofnces an Service Stations 
All advertisers in MILL Hoxton Kansas City, Mo. St. Louls 
SUPPLIES Cleveland Minneapolis 
D 


Classification of products under Houston 
Eight major divisions. 

Link your MILL SUPPLIES 

advertising with the Buyers’ Se 

Guide. ried in al 

Send for details to leper 


THE CRAWFORD PUBLISHING CO. 
537 South Dearborn St., Chicago 
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“TOLEDO 
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TRANSMISSION MACHINERY 





HE Caldwell line is complete. Bear- 
ings—heavy, properly designed, and 
well finished. Pulleys of ample weight 
and accurately turned. The entire line 
has achieved outstanding recognition 


under hard service. “TOLEDO” TOOLS 


Let us figure on your requirements. 


Have Built Their Reputation 


on Dependable Service 
H. W. CALDWELL & SON CO. Linx-BELT Company, owner 


The name “Toledo” and the pentagon trade-mark 
have come to be recognized by users of pipe tools 
as synonymous with pipe tool satisfaction. They have 
learned from years of experience that no tools can 
give them the same dependable year-in and year-out 
C/N IL JID Wy I IL service that they know they can get from ‘‘Toledos.”’ 

By Because of this demand for pipe tools that will 
give this service, the sale of ‘‘Toledo”’ tools is stead- 
ily climbing year after year, and the jobbers carry- 


ing them in stock for immediate delivery are profit- 
ing thereby. 


Dallas, Texas, 709 Main Street—Chicago, 17th Street and 
Western Ave.—New York, Woolworth Bldg. 











Every “Toledo” tool is backed by an organization 
with years of experience in manufacturing pipe cut- 
ting and threading equipment, and is as nearly 
perfect as it is humanly possible to make it. That 
we have succeeded is evidenced by the almost uni- 
versal demand for only genuine ‘“Toledo’”’ tools 


and dies. 
T% 
P OL} baw 
/ 


fo 





This is the neu 
“Toledo” Catalog. 


Your copy ts ready. 





| N J E os O RS THE TOLEDO PIPE aiensidaes 


MACHINE CO. TOLEDO, OHIO 
NEW YORK OFFICE, 50 Church St. 





500,000 


satisfied users of U. S. Automatic 
Injectors requiring repairs and re- 
placements, together with an as- 
sured and proper profit to the job- 
ber through our established resale 
prices, make U. §S. Automatic 
Injectors a satisfactory and profit- 
able line for any jobber to handle. 


American Injector Co. |] TOLEDO PIPE TOOLS 


DETROIT, MICH. THREADING DEVICES - POWER DRIVE - PIPE CUTTERS 
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To msure the 
satisfaction 
of your belting 
customers, sell 
-Crescen: Belt 
Fasteners with 
every cut length 
and roll. | 2S: 



































































CWP Cap and 
Set Screws are 
made in a com- 
plete range of 
types and sizes. 








An Underlying Business Building Force 


[ J NDERSTANDING something of the principles and ideals you 
practice in building your product has enabled us to definitely 
settle on those things that our product should contribute to your 


product. 
Seeing your product from your own pc*-__; view only as one manu- 
facturer can appreciate the policies of a sr manufacturer has deter- 


mined us to make our product meet ev.i_ essential. 


Our standard is to meet your desire for that extra margin of strength 
for safety and durability of your product. CWP Cap and Set Screws 
are made extra strong. To assist in assembly time we keep to a rigid 
standard of threading in both SAE and USS. Anda smooth neat finish 
is not overlooked. 


Now you have an appreciation of what has been the upbuilding force 
that has expanded our half acre plant to its present capacity of 100,000 
square feet of manufacturing floor space. 





an 


CAP & SET SCREWS 
WASHERS AND 


METAL STAMPINGS 
RIVETING BURRS 


Ihe CLEVELAND 


WROUGHT PRODUCTS CO, 
CLEVELAND, OHIO 




















Extreme Simplicity of Construction, Ease of Erection and Adjustment, Unequalled 
Strength and Durability have won for 


Te WOOD SPLIT PULLEY CLUTCH 


From Jobbers and Users the Enviable Reputation of Being 


“TROUBLE-PROOF” 


Read the statement of one dealer, just received, with- 
out solicitation on our part: 


“‘We expect to double our sales on Reeves Fric- 
tion Pulleys next year. They give less trouble 
than any clutch pulley we can handle. In 
quoting we always say, ‘Trouble left Out.’ ”’ 


(Name supplied on request) 


You too can double your clutch sales by handling 
“The Reeves’ Wood Split Pulley Clutch and the only 
come-backs you will ever have will be when customers 
come back for more clutches. 





Write for Catalog No. 11 and Trade Discounts 
REEVES PULLEY COMPANY 
Columbus, Indiana 
Reeves-Bond Sales Co., 39 S. Clinton St., Chicago 











LEIMAN BROS. 
PATENTED 


ROTARY _AIR 


NOISELESS 
and GAS PUMPS 











je in man 8 perat smoothly, noiselessiy and without fluctuation POSITIVE 
We make man Les 8) 1 @ ta of 4 8) 
Some of the representative conoerne who use them 

United Gas Improvement Co Ford Motor Co - 


Franklin Motor Co. 

American Thermos Bottie Co 
Russia Cement Co 

Phoenix Cheese Co 

British American Tobaceo Co 
American Tobacco Co. 

Carters ink Co 

Splitdorf Electric Co 

olf heating outfits for homes, factories, green 
testing gas meters: raising gas 
filling bottles and con- 


Public Service Gas Co 
Consolidated Gas Co. N. Y 
Massachusetts Mohair Plush Co 
Lowell, Mass 
Buescher Band Instrument Co 
C. G. Conn, Inc. 
Mallonkrodt Chemical Works 
Lehn & Fink, Inc 
Operating gas furnaces 
houses; testing gas mains and fittings 
pressure; reviving exhausted gas wells by sucking; 
tainers; gasoline service pumps, wrap- 
ping machines; blowing balloens: singeing 
cloth; sand blast 




















machines vacuum 
‘ 

cleaning; agitating liquids ‘Take 
Write us about t I ° 
preferably send Up their 
sizes—tell 1s what 
want t& - nal Own 
pifances to be Wear’”’ 


LEIMAN BROS. 


60 Lispenard St 
NEW YORK 





The Mechanic eulects the 
Lidseen Positive Force Feed Oiler 























because he knows he can regulate the flow of oil 


% by means of the operating lever. He also knows the 
y spout cannot become clogged, as Lidseen Oilers are 
ons Force Feed and eject all dirt from the spout. 

Making A Lidseen Oiler will outlast any other oiler made. 
Good Constructed of heavy steel—All welded. 
Machinery You need only to show the Lidseen Oiler to sell it. 
37 different numbers. Copper plated or gun metal 
Used finish. 
All Ask your jobbers’ representative 
0 or ask us 
ver 
The 
» LIDSEEN PRODUCTS 
830-840 So. Central Ave., Chicago 
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| The Clutch That Makes 
Special Pulleys Unnecessary 


HE Universal Giant Friction 
Clutch is made with an ex- 


tended sleeve of standard diam- 

















FA eter so that any pulley, gear, 

B rope sheave or sprocket of regu- 

BS lar dimensions can be used sim- 

ES ply by slipping it on and keying 

2 to place — the bore being the 

ES . 

: same size as the sleeve. 

RY 

= 

i This is only one of the many ways in which 

EB a aie =o | 
; mE WOd]) uve 5 
ES SONS | 
R a 
= is helping manufacturers and power users solve their ql 
F transmission difficulties — there’s a Wood's appliance 4 
rs for every transmission need. : 
ES al 
= For 66 years our attention has been concentrated upon q 
ES the development and production of power transmission si 
= appliances to meet every condition and usage. ‘| 
Re val 
5 Write for Special Dealer Plan 3) 
Ey If you are a dealer in mill supplies, you | 
Fs will be interested in our special Co-oper- ef 
S) ative Dealer Plan. Write for details and 4 
eS Catalog No. 55. 6 
i ‘| 
Es i 
_ T.BWoods Sons Co.Chamb Pa. 
E e W é4 
_ TB Woods Sons (o.Chambersburg.Pa. 
iS ies 
es fi 
Fe +s 
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Are your customers’ plants 
in the shadow of the oil can? SKAYEF 


the 4-Saving Hanger 


lst Skayef Hangers save from oad 

2 s cent upwar of the energy which 

f Saving plain bearings consume in friction. 
to prevent hot bearings and other This means a saving of 15 to 35 per cent of 


your power cost. 


ARE your customers dependent upon the oil can and the handy man 
to keep their plants going 





t 


troubles which curtail production and eat into their profits? 





2nd = Considerable time i ved by eli- 
‘ , P a Minating shutdowns tor re plac Ing 
Skayet selt-aligning ball bearing hangers enable you to remove the BEND ‘oe adiunting taaclagn, feveed idle- 
’ F - ? " ‘ a ness of machines and men is a cost-factor 
shadow of the oil can from your customers’ plants—to offer them too big to be ignored 

continuous, non-interrupted production, reduced lubricant and main- 3rd nsumprion reduced 60 
! - « - - Savi to & per ¢ nt s compared with 
tenance charges and the release of the handy man for more profitable nw 4 Lubricant 
required vals and it 

work. cannot kk out and ruin belts or product. 
: 4th There is no discernible wear of the 
Dealers are enthusiastic over the enlarged markets opened up for Saving bit! steel balls and races and ab; 

1 ? - = solutely no shate wear. Dust anc 
the sale of transmission equipment and over the quick, big and pro- gilt cannot enter che. beasinas and Shanel 
. . _ P self aligning ball-bearings have the exclusive 
fitable sales that they are making. Take advantage of this opportunity inherent ability of compensating automati- 


cally for shaft deflections. 


of enlarging your sales and reaping the benefits of a quick turnover. 
Write for details. 








THE SKAYEF BALL BEARING COMPANY - - - - 165 Broadway, New York City 
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| Strong throughout —some parts 
extra strong. Built to resist 
where the wear and tear comes. 
Though MORCO Stillsons will 
perform the light tasks of home- 
putterers, they're built for severe 
service and brawny mechanics. 
You can sell them to both with 
full assurance you could not sell 


any better. 
) 
MORCO Stillson Wrenches have extra 
strength in the teeth and a protecting 
shoulder on the bar which relieves 


frame and rivet of all strain. 


New York Office Chicago Office 
74-76 Murray St 34 N. Clinton St. 











MOORE DROP FORGING CO. 
Sprin?field, Mass.U.S.A. 


STILLSON t 
THE ORIGINAL STILLSON PATTERM, 


London Office Paris Office 
27-28 Anning St., E. C. 18 Rue Corbeau 
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Offices in Chicago, Philadelphia, Pittsburgh and New York. 

















Gearing of Every Description 


Medart Gearing incorporates the same built-in excel- 
lence that has made all Medart products the standard 
in their field. Immediate action on spur, bevel, mitre, 
internal, worm, mortise or any other style gearing, 
including wood cogs. Any material, any style— 
pattern-molded, machine molded or cut. Gears cut up 
to 72 inches diameter. 


Everything in Line Shafting Equipment 


The Medart line embraces everything required in the mechan- 
ical transmission of power—shafting, couplings, collars, hang- 
ers, bearings, bearing supports, gearing, friction clutches, rope 
sheaves, belt tighteners, fly wheels, etc. Write for new catalog 
No. 43, a handy reference book on the entire line. Submit speci- 
fications for engineer’s estimate. 


THE MEDART COMPANY 
Formerly Medart Patent Pulley Co. 
General Offices and Works, St. Louis, U. S. A. 
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Office and Warehouse in Cincinnati 
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They stand the gaff! 


Out on the gridiron where the backs hit 
the line for just a few yards or a touchdown, 
every member of the team must be sturdy 
enough to stand the gaff. The same is also 
true of valves that must function perfectly 
from day to day on steam, water and air 
lines. 

O-B Valves are built to stand the hardest 
of service. There is just the proper amount 
of metal in them and every ounce is put 
where it will do the most good. All parts are 
accurately machined. Thru and thru they 
are strong enough for the most unusual con- 
ditions. 











They are ready to make steady advances 
tor you into the friendship of your cus- 
tomers. 


the Ohio Brass co 


Mansfield \&4%Ohio.US A. 


NEW YORK, 50 Church Street PHILADELPHIA, 710 Witherspoon Bldg) CHICAGO, 343 So. Dearborn Street 
WM. P. HORN CO., Pacific Coast Agents San Francisco Portland Seattle Los Angeles 














ROLLER 
BEARINGS 


for Power Transmission Purposes 


The industrial world is continually striving to re- 
duce friction because friction means power loss. 
The first metal bearings were of cast iron. Then 
came babbitt metal—a great step in advance but 
leaving much to be accomplished. Now BOND 
Roller Bearings are replacing babbitt bearings and 
cutting frictional losses in power transmission ma- 
chinery from 40% to 50%, resulting in actual sav- 
ings of from 12% to 15% in the cost of power in 
plants where they have been installed. 


“Be sure it’s a 
Bond with elec- 
trically welded 
collars” 

















BOND Roller Bearings belong in every dealer's stock 
of power transmission equipment. They are one 
; of the signs of the times—representing progress in 
| overcoming friction. Their absence from your stock 
| and your catalog will be conspicuous to your cus- 
tomers. Ask for prices and discounts. 
| Consult MacRae’s Blue Book for the nearest Bond distributor, 


Bond Foundry & Machine Co. 


Manheim, Lancaster County, Pa. 
Chicago Office: Reeves Bond Sales Co. 
Clinton and Monroe Sts, 


New York Office: Bond Foundry & Machine Co. 


173 Lafayette St, 






































Real Satisfaction in Selling and Machining 
Bunting Bronze | 


NY mill supply 
where can turn over a sizeable 
volume of business and make a good 


jobber any- 


clean attractive profit every year on 
cored and 
Phosphor 


solid bars of Bunting 
The machine 
shop trade knows and prefers Bunt- 


ing Phosphor Bronze. 


Bronze. 


The product, the sales policy, the 
service, and the national prestige of 
the company give a stability and 
permanence to the business result- 
ing when your trade learns that you 


ATH? Wee 
s) Ui al ts) 

















Gcnuine 
Bunting 
Phosphor Bronze 








carry a stock of genuine Bunting 


ber proposition. 




















Phosphor Bronze. 


Write for stock list 9 and our job- 





THE BUNTING BRASS 
& BRONZE CO. 


TOLEDO, OHIO 


VEW YORK 
i W ith St 


CHICAGO 
M Ave 





CORED 


and Solia 


BARS | 
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of Grinding 


The constant changes in metals and the uses of metals require an ever- 
changing method of finishing. Not only are machining processes be- 
ing superseded by grinding, but because of these constantly changing 
conditions frequently the wheel of yesterday will not do today’s work 
as well as a wheel produced specially for today’s job. 


This ever changing condition makes grinding as much an art as 4 
science and until grinding becomes standardized and classified, grind- 
ing will remain more of an art than a science. 


This subject is discussed in our booklet “The Art and Science of 
Grinding.” Included in the booklet are tables showing the suitability 
of various grades and grains for different classes of work. Numerous 
other data are included, making the booklet very helpful to purchas- 


ers and users of grinding wheels. 


It is just the right size to fit in your pocket or small space in your 
desk. Your copy is ready to be sent the moment you write for it— 
send your request today. 


The Cleveland Stone Co. 


CLEVELAND, New York and Boston 


The Art and Science 











A Complete Source 
of Supply 





““Cleveland’”’ Grindstones 


Power or Hand Operated 
Mounted and Unmounted 
Iron and Wood Frames 
Commutator Stones 

Oil Stones 


Ite 
Sterling Abrasives 


Sterlith Wheels 
Sterbon Wheels 
Vitrified Wheels 
Silicate Wheels 
Elastic Wheels 


of every size and shape 


Sterbon Round Knife Sharp- 


eners 
Sterbon Abrasive Files 
Sterlith Scythe Stones 
Sterling Bricks 
Sterling Grinding Machinery 


Bench, Floor, Swing Frame 
and Wet Tool Grinding 
\Machiners 


The Sterling Grinding 
Wheel Co. 


Division of The Cleveland 
stone Co. 






THE STERLING GRINDING WHEEL CO., Tiffin, O., and 30 N. Clinton Street, Chicago 


L. Best Co., Inc., New York Distributors 


STERLING ABRASIVES 


AND STERLING GRINDING MACHINES 
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WALWORTH 








Selling the Walworth Line 
is selling that starts something 


Every item in the Walworth catalogue carries 
an introduction to the whole line. Any Walworth 
valve, fitting or tool that you sell is going to repre- 
sent the quality of 23,000 other Walworth products 
to the man who puts it to work. 


This is your advantage and opportunity in sell- 
ing the Walworth line which covers practically 
every requirement of industrial engineering. 


Walworth valves, fittings and tools have a na- 
tional reputation for being right — in design, con- 
struction and results. 


“Walworth throughout” is a good, safe specifica- 
tion for any installation of piping. And the man 
who only buys Walworth Stillson wrenches today 
ought to be ordering “Walworth throughout” a year 
from now—if he finds you can supply him. 


WALWORTH MANUFACTURING CO., Boston, Mass. 


Plants at Boston and Kewanee, II. 


Cleveland Glasgow London 
Portland, Ore. San Francisco 


WALWORTH INTERNATIONAL ©O., NEW 


Chicago Kewanee, Ill. 


Seattle 


New York 


Philadelphia Youngstown 


YORK, Foreign Representative 











23,000 Different Items 


Valves, Fittings, Tools for Steam, Water, Gas, Oil and Air 
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CLE‘FORGE”!$/ DRILLS 


TRADE MARK REG. U.S. PAT. OFF, 


Forged Drill Milled Drill 


Sturdiness Accuracy 


YOUwill be surprised, perhaps, to find the web 
of the CLE-FORGE Drill just as true and ds 


accurately centered as the finest milled drill made. 


Because the CLE-FORGE High Speed Drill 
is forged you will also find in it that toughness, 
stamina—or whatever you want to call that 
quality which resists drill breakage and reduces 
drill cost to the minimum— which, hitherto, 
has been the peculiar and exclusive) advantage 
of the ordinary forged drill. 

By combining into one drill these two out-stand- 
ing features, CLE-FORGE offers you an entirely 
new experience in the use of High Speed Drills 
for increasing your production. 

CLE-FORGE Drills “tell their own story” — 


in actual use—in your shop. Will you listen? 


™ GLEVELAND)? 


TRADE MARK A 
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The JONES Rigid Pillow Block— 
Duplex Ring Oiling 


Exceptionally rugged and durable—large oil reservoir—has two rings and a we | felt 
wick to provide positive and ample lubrication at all times. Bearings are bao tted, 
actually “lathe bored,” and are finished at both ends for smooth collar contact-- »ases 
are finished. Strictly a Quality product in every sense of the word. 





Jones Keyless Compression Coupling Jones Plain Rigid Pillow “lock 





A Profitable Line for Dealers—-Ask for Catalog 20-A 


W. A. Jones Foundry & Machine Company 


Main Offices and Works: 4411 West Roosevelt Road, CHICAGO 


Branches: New York—Pittsburgh—Buffalo—Milwaukee 








Jones 


Power Transmitting 
Machinery 
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VIRGINIAN ! 
B-19 


The powerful, gigantic cranes of Industrial 
Woirss, Bay City, Mich., are known and_ pur- 
chased throughout the entire world. 

The most recent accomplishment of this noted 
manufacturing institution has been the construe- 
tion of the world’s largest and most powerful 
wrecking crane, with a main hoist capacity of 
100,000 pounds. 

In drilling and reaming the extremely tough 
steels which went into, and made possible, this 
giant structure, Whitman & Barnes again demon- 
strated the peculiar and unique excellence of 
their products. 
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Whitman & Barnes High Speed Drilling at 


INDUSTRIAL 
WORKS 


Bay City, Mich. 








In the drilling and reaming of the extremely 
tough and strong steels that were used by 
Industrial Works in building the world’s 
largest wrecking crane, Whitman & Barnes 
again distinguished themselves on a job 
that offered unusual difficulties. 

This is another example of what is meant 
by the exceptional capacity of Whitman & 
Barnes twist drills and reamers. 

It is a fact that an ordinary twist drill 
or reamer could not have met the diffi- 
culties of this particular job with anything 
like actual efficiency and economy. 

The strength and toughness of the steel 
“ran up’’ the invisible costs of drilling and 
reaming to a prohibitive point. 

It is in cases like this that the real merits 
of Whitman & Barnes products are re- 
vealed, in combination, of course, with a 
mechanical service of parallel importance. 











“W & B” Warehouses 


64 Reade Street, New York City 
565 W. Washington St., Chicago, IIl. 
139 Queen Victoria St., London, E. C. 4 


Whitman & Barnes 


AKRON, OHIO 
Manufacturers of TWIST DRILLS AND REAMERS Exclusively 
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Rows &xtra Wear 


Mechanical Purposes 


Y Indestructible Conveyor Belting 
Inspiration Elevator Belting 
Test Special Transmission 
Belting 
Hose 








Indestructible Air Drill 
Indestructible Water Hose 


e 
ndesti uctible 
Indestructible Steam Hose 
Firo Superheat Sheet Packing 
Indestructible Sheet Packing 
Cobbs Piston Packing 


Pump Valves 


(onveyor Belt 
\ f= 


It’s the plus wear that counts—the wear be yond the ordinary length of useful life you 
Extra tonnage carried over and above what may be reasonably 

















expect of a conveyor belt. 

efficient service is the true test. 

The thorough knowledge of conveying conditions that enters into the planning of every 
Indestructible belt results in a type of wear-defying construction that comes through the 


test of heavy work with cost figures well on the credit side. 
The correct weight and kind of duck in the right number of plies, bonded with a tenacious 


rubber friction and amply protected by a properly resistant rubber cover — these go to 


located branches enable 


Our conveniently 
you to put your conveying problems up to 


competent advice 


make up a conveyor belt possessing inherent quality. 


our representatives for 


and solution. 


| 


| 


Chicago Philadelphia 
Salt Lake City San Francisco 


NEW YORK BELTING & PACKING CY. 


» NAY, 


New York Boston 
St. Louis 
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K-1 





23591 
Attachment Double Keyed Pin 


Head Construction 
prevents pin from 
turning 


2358-1 
Attachment 





JEFFREY 








2359-4 
RR Attachment 





H-1 Attachment 


“RELIANCE” RIVETED CHAINS 


Are good general service chains for rivets. Is an intermediate step be- 
Elevators and Conveyors — also tween a riveted Mey-Obern and 
make excelleut Drive Chains. “Hercules” chain. Works over 
“Reliance” chain is made of malle- many of the Detachable and Mey- 
able iron and assembled with steel Obern Sprockets. 


Jeffrey Equipment includes elevating and conveying machinery 
and accessories for economically meeting all kinds of handling 


conditions. 


Write for our Dealer’s Proposition. Address Mill Supply Department. 


The Jeffrey Mfg.Co. = Fourtn Streee += Columbus, Ohio 


Leading Machinery Supply Dealers who 
stock the Jeffrey Line: 


H. CC. Freeman Co.—-Boston, Mass. 
Ingersoll-Erskine-Healy, Inc. Rochester, N. Y, 
Syracuse Supply Co.—Syracuse, N. Y. 

Chas. Millar & Son Co,.—Utica  & Binghampton, N, Y, 
Ryther & Pringle—-C‘arthage, N. Y. 

H. P. Weller Co,—Erie, Pa. 

Carey Machinery & Supply Co.—Baltimore, Md. 
Jasperson Supply Co.—St. Marys, Ohio 

The Wirthlin-Mann Co.—Cincinnati, Ohio 
Smith-Courtney Co.—Richmond, Va, 

The Noland Co.-—Roanoke, Va. 

Taylor-Parker Co.—-Norfolk, Va. 

Moore-Handley Hdw. Co.—Birmingham, Ala, 

J. E. Dilworth Co.—Memphis, Tenn. 

Keith-Simmons Co.—Nashville, Tenn 

Cotton States Belting & Supply Co.—Atlanta, Ga. 
Georgia Suoply Co.— savannah. Ga,, & Jacl sonville, Fla, 
Hyman Supply Co.—New Bern & Wilmington, N, ¢ 
Standard Supply Co.--New Orleans, La. 

Mill & Mine Supply Co.—Mulberry and Lakeland, Fla. 
Briggs-Weaver Machinery Co.—Dallas, Tex 


SanAntonio Mach. & Supply Co.——-San Antonio & Waco,Tex, 
zoe Central Supply Co.—Litt Rock, Ark. 
General Machinery & Supply Co. San Francisco, Cal. 
walt Lake Hardware Co Salt Lake City, Utah 

Bu I tor using Jeffre FE. ©. Horne Machinery Co.—Denver, Colo. 

Hercules” Chair hilled Rin American Supply & Machinery oo Omaha, Nebr. 
Spr et [ Wheels Standard Tool & Supply Co.—-Kansas City, Mo. 
! ind, Ore 


Buckets PFeenaughty Machinery Co. “Port 
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The New Jeffrey Steel Boot 


construction, de 


D eg ule arly for cotton seed oil 
use 
3 sizes, Nos. 15-16-17. 


with double leg 
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Power Transmitting Appliances 





Ball Bearing Loose Pulley 


Mr. Dealer: 


The CHICAGO LINE of Power Equipment is a 
complete line of all standard appliances with many 
up-to-date specialties, such as Ball Bearing Loose 
Pulleys, Ball Bearing Friction Clutches, Ball Bearing 
Hanger Boxes, Ball Bearing Emery Grinders, Ball 
Bearing Countershafts, etc., all guaranteed to elimi- 
nate troubles caused by the use of ordinary equip- 
ment. These specialties are in demand and profitable 
for any dealer to handle. 


It is a known fact that ball bearing equipment 
eliminates friction and reduces power bills, and all 
live dealers will be looking for a connection along 
this line. 


We have mentioned only a few of our many trouble 
saving specialties. Are you handling up-to-date 
equipment and making as good profits as CHICAGO 
LINE dealers? 


Catalog and Prices sent on request. 


Chicago Pulley & Shafting Co. 


MAIN OFFICE: 30 So. Clinton St., Chicago, Ill. 
FACTORY: Menomonee Falls, Wis. 





The Marvel Grinder, Ball Bearing 
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“PIONEER” 
STEEL SHAFT H 





“THE PIONEER’, as its name indicates, was the first successful 
steel shaft hanger ever made. 


Having graduated from the school of experience, the 
‘““PIONEER”’ of today is perfect—hence its wonderful success as 
testified to by several competitors recently following our lead. 


Stock the “PIONEER”, the original, the genuine steel hanger. 


We also make Bench Legs, Pillow Blocks, Couplings, Collars, 
etc. Ask for catalogues and prices on the full line. 


Standard Pressed Steel Co. 


Jenkintown, Pa. 


(THe “PIONEER” STEEL HANGER PEOPLE) 





























HEWITT 


Transmission Belting 


The conscientious distributor of Belting is always interested in the 
transmission needs of his customers. 


Any given power installation may produce all the energy for which 


it was designed, but 


If the energy cannot be delivered to points of usage in full flow and 


continuously, then 


There will follow a sharp decrease in machine speed and shrinkage 
in production, which means a costly addition to overhead. 


HEWITT Transmission Belting is made in four brands, each espe- 
cially designed to meet the full requirements of its particular field. 


For Extreme Service 

For Heavy Duty—such as main 
drives 

For General Purpose Work 

For High Speed Work, as small 
pulleys on woodworking machin- 
ery, motors, blowers, etc. 





HEWITT MONOGRAM 


HEWITT HEAVY DUTY 
HEWITT “TRIPLE H” 


HEWITT LIGHTNING HIGH SPEED 


Hoe have some territory open for Distributors. 


Better write us today. 


HEWITT RUBBER COMPANY 


Factory and Executive Offices 


Buffalo 


New York 
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It Is Time 


To those Mill Supply Jobbers of vision and 
foresight who in the light of successful 
stabilizing influences are now making their 
plans for increasing their business and 
realizing the increased profits thereby accru- 


ing, we stress these facts: 


One of the most potent factors in increasing 
business—aside from the ability. of an 


organization's personnel— is the catalog. 


Well-coordinated and modern Mill) Supply 
Catalogs— intelligently distributed and paral- 
leled by eficient work of the sales group- 

will do more than almost anything else to 
increase volume and make it more profitable. 


The year of 1923 has ushered in a resumption 
of business, and that the succeeding year will 
record a pronounced increase 1s the convic- 
tion of the informed man. Those who pre- 
pare for it from the outset will get the larger 
share with resultant profits. 


In our organization are men qualified by 
experience to assist Mill Supply Jobbers in 
accomplishing’ their purposes—-men_ whose 
ability 1s being sought by our customers. 


Those who have deterred the issuance of new 
Mill Supply Catalogs can now no longer be 
without them. Your business cannot afford 
that you delay. Write us today. 


THE COLUMN <:, UNIT CATALOG 


Wik 


NATIONA ANDARD 


WYNKOOP HALLENBECK CRAWFORD CO. 


Compilers and Printers of 
Mill Supply Catalogs 


89 LAFAYETTE STREF1 NEW YORK CITY 
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The Waste of —~v 


Th f 
Standard 12 Bars e Waste o 


Stewart 13" Bars 


Bearings are usually 2” or 3” 


long or multiples of those fig- 
ures. Underthe old-fashioned 
standard practice, cutting and 
machining waste over 50% 
of the metal and generally you 
get only 10” of bearings from 


Stewart Practice cuts waste 
to an absolute minimum. 
There is httle or no waste of 
metal or time in machining, 
ind 12 inches of bearings net 
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in every bar 


your Dar. 








Why Waste 50%, of Your Bearing Metal? 


Our factory representatives below HE picture above tells the story of the greatest improvement in bearing 
will give you complete information metal practice in years, originated by Stewart Manufacturing Corporation 
J. yma ggg er tle co. in conjunction with the development of Stewart Brons Bearing Metal. 

A. C. OLFS You have always bought rough 12” bars. WHY? Generally you get only 
7 ag inom Sl 10 inches of bearings from them. You lose over half your metal in machining 
- 0 ss c . e . . . 
E. P. GRISMER and cutting. And you lose your machining time. | : 
Buy a Stewart 13” bar and you get 12 inches of bearings. Stewart Bars are 
“FINISHED ALL OVER.” We do your machining on a quantity basis, save 


1986 E. 66th St. 
all the metal, cut down your costs and give you more bearings for less money. 












Cleveland, Ohio 
L. RUPRECHT 
30 Church St. 
New York, N. Y 
Cc. W. ROOT 
57 Erie St. 
Milwaukee, 


is. 


Pure Copper-Lead Bearings 


More than that — when you buy Stewart Brons 
you have the most perfect bearing metal ever de 
veloped. We have learned how to mix copper 
and lead in any desired proportions, make the 
mixture uniform and proof against segregation. 


never seen it score a shaft. 
1700°. 


Its melting point 1s 
We carry 258 sizes of bars and bush 
ings in stock in four grades of Brinell hardness 
to meet any requirements 

The success which Stewart Brons Bearing 
It is a remarkable development — the perfect Metai has had since its announcement is remark 
bearing metal. Absolutely will not score shafts 
Functions perfectly at all low temperatures, and 
will not burn out. At 600° it sweats a little lead 
and lubricates itself. Even at 1000° we have 


able. Every engineer should investigate its possi 
bilities. We maintain an Engineering Department 
to co-operate with you. Our Service Department 
is at your disposal 


Jobbers! There is a wonderful market for 
Stewart 13” bars. Write for our proposition 


STEWART MANUFACTURING CORPORATION 


4504-91 Fullerton Avenue Chicago, Illinois 


2 For detailed information write the factory direct or 
communicate with our nearest factory representative 


Brons 
Bearing Metal 


Perfect Metal for Bearings 


The 
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WICKWIRE SPENCER 


WIRE ROPE 
_ From Ore to Finished Product 


From Wickwire mines in Michigan, across 
the Great Lakes in Wickwire ore boats to the 





Buffalo steel mill, and the process of making 
Wickwire wire rope is begun. 


Selected steel, carefully drawn and tested 


wire and correct construction insure you a | 


stock of wire rope that will please your present 1) 


customers and make new friends for your 


business. 


You can count on 
Wickwire Spencer 
service at all times 


Wickwire Spencer Steel Corporation 
General Offices 
41 East Forty-second Street, New York 


Offices and Warehouses 


Worcester Buffalo Philadelphia Detroit Chicago San Francisco Los Angeles 

















i 








4} 

















Wty ATID DT TTR 
ANAS CW LG) 











HERE is no “tcome-back” on a block 


marked YALE. You are selling a prod- 





a * ~~ 


uct of unquestioned quality and safety. 


Yale Chain Blocks are fully capable ot 


jnchrek Minioeitiess ae $ 


Rp th ince 


withstanding severe suree overloads and 


protecting human lite and property. 


In the manutacture of Yale Chain Blocks, 


—- 


out of every hundred men employed, 
twenty-two men are used exclusively on inspec- 


ClOnNS and tests. 


This makes sure that every link of chain 
and every vital part of the block is several 
times stronger than is required for the 
normal rated load. 

The Yale Steel-Plate 7 rolley, adjustable 
for width of I-Beam flange and attachment 
of hoist, is easy for the dealer to stock, and 
enables him to meet the requirements of 
every customer. The Yale Steel Trolley is 


fitted with roller bearings throughout. 


The Yale & Towne Mfg. Co. 


Stamford, Conn., U.S. A. 


YALE MADE IS YALE MARKED 
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Hoisting *« Conveying Systems 






































Boring-To ol Holders 
The Big 


Hardened Shanks 
Will not break 


down under screw 







thy 


2 SCREWS 
holding the | 
| upper cap 
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| V SLOT 
takes any 


Shape bar 
ite, 
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“a Slight Overhang 
gives more 


—_ rigidity 
<er i 













ae 






ea al 
J. H. WILLIAMS & CO. 


Brooklyn Buffalo Chicago 
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There's a STEADY DEMAND for GANDY | 
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It’s a Whole Lot Easier— 


To sell Gandy Stitched Cotton Duck Belt, because Gandy has a 
reputation for service. For forty years we have been building and 
installing Gandy Belt. Everybody knows Gandy Belt. That makes 
it easier to sell. Stock Gandy Belt and you will make more sales 
and get more repeat business, which means more net profit for you. 
Write for information on our dealers’ contract. 


“It's the Belt with the Green Edge” 


GANDY BELTING COMPANY 


MAIN OFFICE AND FACTORY: 757 WEST PRATT ST., BALTIMORE, MD. 


} New York: 36 Warren Street 

















Chicago: 552 West Adams Street. 
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Forms Will Close 
About December l1st 


This Announcement of the Closing Date for the 1924 
Edition of ENGINEERING DIRECTORY is of Inter- 
est to all Mill Supply Houses and all Manufacturers 
of Mill Supplies Interested in Jobber Distribution. 





JOBBERS— 


September |0th we sent you a form to fill out showing how 
your business was listed in the Sellers’ Guide Section of 
the 1923 edition of ENGINEERING DIRECTORY, and asking 
that corrections and additions be given for the 1924 edition. 
Jobbers who did not return that form should do so now. Supply 
houses that have made changes since September 10th, in loca- 











tion, officers, capitalization, number of salesmen, territory cov- | 
ered or lines stocked, are requested to write us, naming the 
changes, before December |st. 


It is important to the trade generally, and to you particularly, 
that we list every jobber of mill, steam, mine, contractors’, ma- 
chinists’, oil well and other industrial supplies correctly in the 


1924 edition of ENGINEERING DIRECTORY. 


MANUFACTURERS— 


Products of manufacturers who are interested in selling through 
the mill supply trade are entitled to free listing in the Mill Supply 
Buyers’ Guide Section of ENGINEERING DIRECTORY. 








If you have not already reported on your products for the 1924 
edition, write us full details and mail a catalog. Mill supply 
houses throughout the United States and Canada will use this 
Guide in their purchasing departments during 1924. It is dis- 


tinctly to your advantage to help us make it easy for them to | 





find your name when they are looking for such goods as you | 
make. 


Address All Communications to 


The Crawford Publishing Co. 


537 South Dearborn Street Chicago 
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Type A Drill Grinders for Every Grinding Neea 
Sensitive, accurate, ' ‘ < 
\ portable. Drilling MERICA’S leading metal working 
’ range, .004” to 1/8”. . RETR ees a ee 
\ Baimned: wad industric s, desiring to obtain exact- JG Griede 
X turdy universal ing limits at the least possible cost, - 1-JG Grinder 
type motor, oper- aimee ‘ . . “ eu : ‘ : 2 c 
\ asthe ee aPa are equipping _theit plants with DU 
alternating or di- MORE High Speed Grinders. Experi- 
rect current. A ence has shown that these precision 
quality tool rea- 5 a 
sonably priced. tools are invaluable because of their 
=m? : ‘ 


ability to economically perform a wide 
variety of close grinding operations in 
tool room and shop. In many instances 
these handy tools are being used ex- 
clusively for production work where ex- 
treme accuracy is required, " 
3° Multi-Speed 
Grinder 

Used Wherever Small Holes are Drilled 








OR those who like to do a good job aes 
Fanick, there is no greater saver of ; 
time and labor than DUMORE Gear- No. 
ed Electric Drills. Easy to handle 2-AG 
convenient to operate, these light weight Grinder 
No. <-BD Drill tools can easily be carried about from 
pe. Capacity place to place. They eliminate expensive r 
‘teel. Drills to ’ teardowns and do away with slow, tire fam 


&’ piece. Rack 


feed. Adjust- some handwork. 








Special Motors for Special Applications 





UMORE Fractional H. P. Motors, No. 2-BG 
Type A Motor because of their unfailing dependa- Grinder 


Stripped bility, appeal strongly to those man- 
ufacturers of electrical appliances who 
appreciate the merchandising value of a 


motor which does not have to be pampered 
‘Wt 
Proved Sellers! 


OU run no risk in stocking up with No. 2-CG 
these universally accepted, quality Grinder 









tools. Dominant advertising, plus 
ae : an established reputation for consistent, 
Type ¢ long-lived performance, makes it easy No. 2-OG 
Motor to sell grinders, drills and motors bearins Grinder 


the DUMORE name. That’s why num 
erous hardware and mill supply jobber 
are experiencing quick turnovers at a 





























| good profit on DUMORE products 

: 1 The same opportunity is presented to 

- you—-why not grasp it? Jobber’s dis 

counts and full details of our selling 

. plan furnished on request. Write to- 
Type D day! 
Motor at 

AD gy 
4664 Sixteenth Street $3 $3 $3 Racine, Wisconsin 
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Photo-raph by Underwood & Underwood 


It’s the unexpected that happens! 


Who would think of fire in an DIAMOND FIRE HOSE 
isolated spot like this? Yet even Is the Best and Cheapest Fire Insurance 
here it was necessary to be 


4 It is now used by the largest 
prepared. 


municipalities, such as Boston, 

The fire hazard is ever present. Chicagoand Milwaukee, in villages, | 
Reduce it by anadequate equipment factories, warehouses, and in fight- 
of thoroughly reliable Fire Hose. ing forest fires. 





Send for our booklet, explaining the three vital essentials in Fire Hose 


| 
THE DIAMOND RUBBER COMPANY, Inc., Akron, Ohio 


Atlanta Boston New York Kansas City Philadelphia ' 
Chicago Dallas Seattle Los Angeles San Francisco : 


Diamond 


BELTING ~ HOSE~ PACKING | 
= = 
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In Chicago- 
The Pipe Basis for Modern Building 


N the vast building construction enterprises of this busy mid-western 

metropolis. “NATIONAL” Pipe has had an extensive part. It has 
been used in practically every kind of building —in various types of ser- 
viee——and under all sorts of conditions. The suecessful) performance 
and general efficiency in hundreds of installations in this city is typical of 
“NATIONAL” Pipe service the country over. 


The buildings illustrated are taken from Bulletin No. 25. “NATIONAL” Pipe 
in Large Buildings. The new edition of this publication, revised and enlarged, 
will be sent upon request. 


NATIONAL TUBE COMPANY, PITTSBURGH, PA. 


DISTRICT SALES OFFICES IN THE LARGER CITIES 


























Delivery— 
Does it count? 


We specialize in prompt execu- 
tion of special orders. Forty vears 
has taught us how. 





LIMESTONE Pulleys 


are better pulleys, too. 


THE OHIO VALLEY PULLEY WORKS, Inc. 


Maysville. Ky. U.S. A. 
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THE NEW POWELL 
150 POUND PRESSURE GATE VALVE 


Designed for service where conditions demand a High Grade, 
compact, inside screw stem gate valve. 


Has tapered dise and seat and gland packed. All valves thoroughly 
tested and guaranteed. 


Write for Descriptive Literature 


THE WM. POWELL COMPANY 


Of DEPENDABLE ENGINEERING SPECIALTIES 
Raper CINCINNATI, OHIO 


BRONZE BODY -NON-RISING STEM--SOLID WEDGE DISC 




















When writing to Advertisers please mention MILL Supplies 





uch 


i A od 

















UMI 


WILL, QUPPLIBS 
























DNILL QUPPLI 





“the journal of quality ”’ 


AN INDEPENDENT MONTHLY JOURNAL 
JOBBERS AND MANUFACTURERS OF MILL, 


DEVOTED TO THE 
STEAM, 





INTERESTS OF THE 
MINE AND MACHINERY SUPPLIES 








FOUNDED IN 


i910 BY. ELMER CRAWFORD 

















ol. XIII 


CHICAGO, NOVEMBER, 


1923 No. 11 








Published on the first day of each month 


WELL GUPPLIES 


"the journal of quality " 
THE CRAWFORD PuBLISHING Co. 
537 SOUTH DEARBORN STREET 
CHICAGO 
Member Audit Bureau of Circulations, 





Associated Business Papers, Inc., 


1,100,000 loaded cars every week. The increase is 
far beyond the improvement in physical facilities, 
owing to increasing the number of cars per train, 
and getting more miles per day out of all freight 
trains. 

While the earnings of the railway 
increased, have their 


s have naturally 


SO operating expenses and 


National Conference of Business Paper Editors, Chicago Business Papers taxes. Before the government operated the rail- 
Association ; se 4 
Ways, operating expenses consumed 75 percent of 


B. H. CRAWFORD-McNASH, 
President and Treasurer 


CLAY C. COOPER, 
Vice-President and General-Manager. 


the gross income, while now 84 percent is required. 


CARL W. MILLER, Secretary The western railroads are not as prosperous as those 

CLAY C. COOPER, Editor JOHN A. CRONIN, Assistant Editor in other sections, because while they have expe- 
+] - > - > } panacea } y > 4 MOlLO 

Advertising—Advertising forms containing two-color advertisements close rienced the é same Increase in volume of fre ight 

on the 18th of each month preceding date of publication. Single handled, their net has not increased correspondingly, 


color forms close on the 20th. Rates on application. 
Subscription Rates 
$1.50 a year. 


United States, $1 a year; to all other countries, 


Discontinuances—Before expiration of subscription, notice is sent to the 
subscriber The majority of our subscribers prefer to have their 


file of Mitt Sup*.iges unbroken, so the publisher earnestly requests an 
early renewal of subscriptions. 


in fact nearly one and one-half percent less than 
the Interstate Commerce Commission declared they 
were entitled to earn under the tentative valuation 
figures established by the commission. Despite this 
fact radical politicians and certain classes are de- 


Entered as second-class matter, August Sd, 1917, at the post office at P Wk “a, tj . + Pan} - . Thay ‘ 
ee we ae hs etek Coe: manding re ductions in freight rates. They demand 
. —_" ea iaale a heavy reduction in the valuation of all railroad 
Co ight, 1923, bg Cc rfo Publis Co. ° ° » 
opyrig »y The Crawford Publishing properties, thus boosting the percentage of earnings 
. on each dollar invested. To reduce the valuation 
THE RAILWAY SITUATION 1 each dollar invested. To reduce the 
rn ’ ' one-third would automatically reduce by the same 
Because every manufacturer and dealer in mill 


supplies is vitally interested in the prosperity and 
efficiency of the railways, it seems fair to assume 
that they are well posted on conditions that govern 
transportation by rail. However, Samuel O. Dunn, 
editor of Railway Age, in an address before the Na- 
tional Conference of Business Paper Editors in Chi- 
cago recently, presented some facts that are not only 
interesting, but coming from an unquestioned au- 
thority, are decidedly informative. This address is 
presented in full in this issue. 

The outstanding facts are that the car shortage 
bugaboo has been relegated to the past by the addi- 
tion of 116,000 freight cars and 2,583 locomotives, 
covering the period from January 1, 1923, to Sep- 
tember. For the year the expenditure for new 
equipment will approximate $700,000,000, and for 
other improvements about $400,000,000. To date 
this year freight handling has in volume exceeded 
by five percent the record breaking year of 1920. In 
October of last year there was a shortage reported 
of 140,000 freight cars. Now there is no congestion 
of freight, and shippers have been enabled to load 
and ship as fast as needed. Mr. Dunn stated that 
the railroads were now handling approximately 


percentage the amount they were allowed to earn 
to pay interest and dividends, and result in ultimate 
bankruptcy for a majority of the roads. The first 
effect would be to stop all development, with a conse- 
quent failure to meet demands for natural increases 
in traffic. 

Business demands the highest grade of transpor- 
tation service, at as low a rate as consistent with 
first-class service, but by legislation to reduce income 
to a bankruptcy level would be fatal to the industrial 
health of the country, despite the wailings of our 
La Follettes and Brookharts. <A reading of Mr. 
Dunn’s address will well repay you. 





A SMILE’S WORTH WHILE 
Charles M. Schwab’s advice to members of the 
Bond Club at New York recently carried a real mes- 
sage of faith and optimism which is worth the con- 
sideration of all Americans. It is advice that may be 
studied with beneficial effects by mill supply em- 
ployers and passed along to their employes. 
“Go through life smiling and having a good time,” 
is the steel magnate’s advice. “See the bright side 
of things; be optimistic. No good judgment ever 
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comes unless you are in a happy frame of mind. 
Your great troubles that you magnify disappear 
shortly like trifles in the air. Make friends because 
you are a real fellow yourself. Live up to the maxi- 
mum of what a good fellow is. I don’t expect you 
to be a ‘goody’ fellow. Bea real fellow, above all, 
honest, straightforward and loyal to your friends, 
loyal to your country, loyal to your firm and to those 
associated with you. Put your heart in your busi- 
ness; carry your head in the air; believe in this 
country and believe in its development; believe in 
its people and their integrity; believe that this coun- 
try is going to be the material workshop of the 
world; believe in the industries of the country, back 
them with your judgment and back them with your 
persuasion.” 

There are entirely too many business men ready 
at every turn of the industrial wheels to join the 
ranks of the pessimists, to deery conditions as they 
are, pass along the slogan, “‘Business is rotten,” and 
emphasize their feelings by drawing down the cor- 
ners of their mouths and darkening their coun- 
tenances with a look of worry and disgust that 
speaks out louder than words, saying, ‘The world’s 
all wrong.” 

Those pessimists in the mill supply field who, sev- 
eral months ago, were so worried that the apparent 
prosperity in the American industrial world would 
be short lived, should realize by this time that their 
prophesies are unfulfilled. 
these pessimists is: 


Mr. Schwab’s answer to 
“No good judgment ever comes 
unless you are in a happy frame of mind.” 

Get into the happy frame of mind, then, and instill 
the same feeling into your associates. Spread the 
doctrine of optimism. ‘Believe in this country and 
believe in its development. Believe in the industries 
of the country, back them with your judgment and 
back them with your persuasion.” 





THE BRIGHTER SIDE OF HIGH COSTS 
It is perfectly natural for all of us to protest with 
more or less conviction and bitterness against the 
high cost of everything, generally with very little 
thought over the perfectly manifest advantages re- 
sulting, which in many 
balancing the account. 


cases come very close to 
The United States is today 
the most prosperous country on earth, our people 
the busiest and most contented, our wage scales the 
highest, our national bonds and currencies the most 
stable, and our crops the most abundant. 

We are spending money on a scale never before 
dreamed of, largely because a majority of the mil- 
lions who labor with their hands are receiving pay 
on a scale never before reached. They are spending 
their money freely, and every artery of trade is 
reflecting the stimulating effect of new blood 
pumped into it. Retailers generally report a record 
volume of sales, and as a result manufacturers are 
keeping pace with the increased demand. These 
retailers and producers are finding the cost of busi- 
ness steadily increasing, but as they are, in most 
cases, passing along to the consumer the increased 
cost, they should worry. The ultimate consumer is 


standing up under the strain very well, because in 
the mass he is getting it all back from his employer. 
As a result the railroads are reporting a record- 
breaking business, as are the moving picture houses, 
bootleggers, jewelers, lathers, plasterers, printers. 
cotton growers and delicatessen shops. 

Everybody has money, and theatre tickets at $4.25 
and ringside seats at a prize fight at $27.50 and up 
are but events of passing wonder, with crowds on 
the outside clamoring for admittance. Ball players 
on the winning team in the world’s series received 
as clean bonus but a pittance of six thousand dollars, 
and so it goes, much of it into general circulation 
along with the half million dollars Jack Dempsey 
recently received for a few minutes’ work in a 24- 
foot ring. 

Most of our business friends and some who are 
not so regarded, are cheerfully passing along their 
increased costs, even though the poor publisher of 
business papers find it necessary to absorb these 
costs, with the sole alternative of so increasing his 
volume of business as to reduce his percentage of 
overhead costs to care for it. The increased activ- 
ities necessary to do this, coordinated with increased 
skill in vecuecing costs of operation, are resulting in 
a healthy reaction from inflation day practices that 
were destructive. There are mighty few thoughtful 
business men who, had they the power to force a 
return to the much touted days of normalcy, would 
not hesitate to turn the wheel backward. The toil- 
ers, to use the word in its limited sense, are sitting 
pretty on top of the world, while the speculators 
and all investors in stocks and bonds as a whole are 
suffering severely. Paper fortunes have been wiped 
out recently, and millions of fairly cautious investors 
have found their savings either gone or seriously 
involved. 

If we can refrain from trying to settle the affairs 
of Europe, force economies in our national, state 
and municipal governments, reduce taxation, and all 
of us work as hard and as many hours as we did in 
pre-war days, all will be well with us. 





SUPER-POWER'S GREAT POSSIBILITIES 

The retiring president of the National Machine 
Tool Builders’ Association in his address called at- 
tention to the fact that new developments to which 
the machine tool industry looks to give it impetus 
are not of the industry’s own creating. In other 
words, as machine tools are “master tools of indus- 
try,”’ instruments necessary to the creation of other 
machines, the machine tool building industry has 
been carried forward on the back of new develop- 
ments in other industries. In answer to the question 
of what the next probable development will be, this 
prominent builder expressed the belief that it will be 
a general one in all mechanical, industrial and agri- 
cultural lines. 

Just as the development of railroads, of automo- 
biles, of electrical appliances and radio, furnished 
new demands for machine tools, so, too, did they 
add renewed strength and vigor to the mill supply 
industry throughout this country. In an even 
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broader sense, therefore, than is applicable to the 
machine tool industry, does it behoove the mill sup- 
ply industry to study the probable developments of 
the future. 

One of the big developments now under consid- 
eration, and one which promises to be reflected in 
general industrial paths, is the great super-power 
project that is now attracting the attention of the 
leaders of engineering and of governmental bodies. 
During the past month chairmen of public service 
commissions in the northeastern states gathered in 
New York on invitation of Secretary of Commerce 
Hoover for a preliminary discussion of steps that 
may be taken properly by federal and state author- 
ities in the promotion of super-power developments 
in the New England and Middle Atlantic states. 
A survey of the possibilities along this line has 
already been undertaken by industries in Massa- 
chusetts and by the state of Pennsylvania. The 
movement is growing, and will reach all sections of 
this country. Wizards of the electrical world tell 
us that the consummation of some giant power 
project will undoubtedly be witnessed by the present 
generation. 

Sources of power have always played a determin- 
ing part in the location of industries, and with the 
growing probability that in the near future we will 
see revolutionary changes in the production and 
distribution of this moving force of industry, there 
is every reason to believe that there will follow the 
greatest industrial changes that this country has 
ever witnessed in a single generation. 

It takes no great stretch of imagination to picture 
thriving little industrial communities springing up 
in towns which are now unattractive to manufactur- 
ers through lack of adequate power facilities. Mill 
supply dealers whose territory today is dotted with 
small establishments may find themselves suddenly 
catering to a greatly enlarged clientele. Likewise, 
many dealers who are today classed by the manu- 
facturers as “small fry,” may turn out to be real 
factors in the distribution of their products. These 
are possibilities which should be considered by both 
manufacturers and dealers. Today’s ‘small fry” 
may be tomorrow’s “whales.” 





REMOVE THIS INCONSISTENCY 

It is one of the inconsistencies of the mill supply 
field that many dealers still fail to appreciate the 
possibilities of placing the advertising of their busi- 
ness on an efficient basis. The term, inconsistency, 
is used because advertising is essentially part of 
any selling activity, and surely the mill supply house 
is nothing if not a sales organization. 

Recently an executive of one of the largest mill 
supply manufacturers in the United States, which 
has long recognized the dealer as the best and most 
economical distributor of his products, made a per- 
sonal tour of a large number of jobbing houses in 
Various parts of this country. One of the impres- 
sions of this executive gained during his trip was 
that one of the outstanding needs of a large per- 
centage of the mill supply houses is a more up-to- 
date system of advertising, which would permit the 
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dealers to carry 
licity efforts. 

This executive pointed to the fact that too many 
of the houses are unprepossessing—dark and gloomy 
showrooms, undressed windows and unattractive 
executive offices, stock scattered and in disorder, no 
attempt to make the most of display space, in fact 
little to impress the passersby or to attract visitors 
to the store. He also found a widespread lack of 
a well-rounded plan for keeping the house before 
the public. 


out more efficiently planned pub- 


A dealer who is content to send out a circular now 
and then, or insert an occasional display advertise- 
ment in a local paper and then sit back and decry 
advertising, is entirely missing the fundamentals, 
and yet we know of heads of houses who do just 
this thing. A dealer who pays sizable sums in rent 
for a place of business, and who then fails to utilize 
the space to the very best advantage, is not getting 
the most for his rent money, and vet there are 
innumerable instances where dealers are content to 
literally throw a heterogeneous pile of tools and sup- 
plies into a window, and then let them le for weeks 
or months until a passing fancy directs a change. 

Fortunately there are many progressive mill sup- 
ply houses which are demonstrating to their own 
complete satisfaction that judicious advertising is 
just as vital a part of their business as it is in any 
other sales organization. Their methods are not hit 
and miss. They are sure fire. They don’t take a 
pot shot, and then sit down and wait until the fancy 
again moves them to try their luck again. They 
keep it up. In the first place, they make their stores, 
offices and showrooms attractive. Then they carry 
out definite display plans. They plan their direct by 
mail and their other publicity along studied lines. 
They have special store demonstrations, contests, 
expositions, and stunts of all sorts to attract their 
customers and their into their 
Best of all, they are eternally at it. 


prospects stores. 

The success of such advertising policies as this 
latter class of mill supply houses carry out, is best 
indicated by the fact that in this group fall the 
companies which are expanding most rapidly and 
are looked up to as leaders in the field. Their experi- 
ence is well worth the consideration of those deal- 
ers who have heretofore failed to consider their own 
shortcomings in this regard. 

An article in the October issue of MILL SUPPLIES 
narrated the actual experiences of a dealer who capi- 
talizes the value of his show windows. Feature dis- 
plays with regular changes are the rule, in charge of 
a man who makes a study of this end of the busi- 
In a few weeks from one of these special 
displays, the company realized total sales of 1,500 
small hand grinders. This is merely one specific 
example of the possibilities of such advertising. 
What has been done by this dealer can be done by 
others. Those who are unwilling to give a fair 
trial to a proved policy are certainly not giving: them- 
selves and their associates a fair deal. 


ness. 


Dealers do 
not hesitate long to put on a new salesman or two 
whenever they feel that the business will profit, but 
many fail to use a selling aid they already have. 











INILL QUPPLIES 











Report on Machine Tool Distribution Problem 


Conference Committee Presented Statement on Work of Revision 
of Territories and Splitting of Commissions Among Dealers 


There is a poor outlook for the immediate future in 
the machine tool industry, but a decidedly optimistic 
prospect of greatly increased demand a few years hence. 
At least, this seemed to be the general feeling of 
machine tool builders who attended the annual fall meet- 
ing of the National Machine Tool Builders’ Association 
at Lenox, Mass., October 2 to 4. That the conference 
committee on dealer problems has not been idle was indi- 
cated from the fact that Chairman J. Wallace Carrel, 
vice-president and general manager, Lodge & Shipley 
Machine Tool Co., Cincinnati, presented a preliminary 
report of the work of his committee, and stated that a 
map of the United States sub-divided in respect to ideal 
territories is to be supplied to the members of the asso- 
ciation. It was pointed out that the division of terri- 
tories should be helpful in forming new connections and 
in revamping old territories. 

The association was practically unanimous in believing 
that 50 per cent ought to be sufficient in the average 
case for the dealer in the territory where the order 
originates, and 50 per cent for the dealer in the terri- 
tory of destination. This expresses the feeling of the 
builders in the matter of splitting commissions. It will 
be recalled that the question of division of territories 
and splitting of commissions were very much to the 
front in the sessions of the Machine Tool Section at the 
convention of the National Supply and Machinery Deal- 
ers’ Association last May in Cincinnati. There is appar- 
ent indication that great progress is being made in the 
work of solving the distribution problems of the indus- 
try. 

The popularity of the Berkshire town at this season of 
the year as a convention place is indicated by the fact 
that more than 140 executives and ladies, representing 
65 member companies, were registered at the meetings. 
A couple of innovations that should interest other con- 
vention committees were carried out with complete suc- 
First of these was the setting aside of the morn- 
ings for sports and social activities. This worked to the 
satisfaction of all the golf and tennis enthusiasts, and 
proved its worth in the general attendance at the busi- 
ness sessions of the afternoons. The second innovation 
was the placing of three rows of rocking chairs in the 
front part of the meeting room, this obviating the neces- 
sity of urging the members to “come forward, please, 
and fill up these front seats.” 

That the arrangements for holding the meetings of 
the association outside of the large cities are popular 
was proved by the decision of the members to continue 
the present plan. Furthermore, the association decided 
to continue to limit attendance to members and their 
guests. In other words, the policy of excluding the 
dealer is to be strictly adhered to as in the past meet- 
ings. 

Edward J. Kearney, retiring president of the associa- 
tion, in his presidential address at the opening business 
session stated that the reaction following the war and 
post-war boom had left the industry in a period of long 
and intense suffering. In the third quarter of 1921, 
machine tool business was only 10 per cent of the busi- 
ness of the first quarter of 1920, and while gradual 
improvement has been made since that time, the machine 


cess. 


tool factories are now working at only one-third of their 
capacity. Today the membership of the association is 
reduced to 135, whereas three years ago it was 209. 
The machine tool industry suffers in the downward 
swing of the business cycle to a far great extent than 
other manufacturing lines, as machine tools are pur- 
chased mainly during periods of expansion. 

In answer to tle question of what is the next probable 
development that will sustain the machine tool industry, 
Mr. Kearney offered the opinion that it would be a gen- 
eral development and prosperity in this country, with 
transportation as the master key to progress. Future 
progress, he said, depends on adequate transportation. 
He cited statistics to show the great increase in demands 
on our transportation system. In 1880 the number of 
tons of freight hauled one mile was 32 billions, while it 
is estimated that for the current year it will be over 
415 billions. 

Mr. Kearney believes that one opportunity of machine 
tool builders is to use their influence with those in 
authority to promote and maintain a government policy 
favorable to the development of transportation. The 
immediate objective should be to resist attempts to over- 
throw the present transportation act, and in future 
years it should be to guide the progress of perfecting 
the law so that the principle of net income adequate for 
the attraction of investment capital will be maintained. 

The convention voted a strong resolution against any 
amendments being made to the transportation act. 

General Manager Ernest F. DuBrul stated that since 
the last convention there has been some further recession 
in orders. The business cycles have been running from 
32 to 44 months, from top to top, and from bottom to 


bottom. January, 1920, was the peak of the post-war 
boom—38 months. Later, March, 1923, was a_ peak. 


We have now passed 44 months since the January, 1920, 
peak, and it is fair to assume that business is on a 
normal down swing at this time. Hand to mouth sched- 
ules in the machine tool industry now appear to be the 
safest for work for some months to come. Mr. DuBrul 
reported that statistical studies show that a great change 
seems to have occurred in the rate of turnover of mer- 
chandise, compared to the turnover of fixed assets. In 
the years 1911, 1912, and 1913, the annual turnover of 
merchandise was about 250 per cent, while the turnover 
of fixed assets was about 150 per cent. During the war 
years these ratios came together so that in the year 
1919 to 1922 the inventory turnover was at just about 
the same rate as the turnover of fixed assets. This 
condition deserves consideration. A ratio of turnover 
lower than that of the pre-war period shows that the 
inventory must now be higher in proportion to sales 
than it was before the war. 

The following are the new officers of the association: 
president, R. E. Flanders, manager, Jones & Lam- 
son Machine Co.; vice-president, O. B. Iles, Interna- 
tional Machine Tool Co., and Frank N. McLeod, Abra- 
sive Machine Tool Co.; treasurer, H. M. Lucas, Lucas 
Machine Tool Co. The following new directors were 
elected, in addition to Messrs. Flanders and Lucas: J. G. 
3enedict, Landis Machine Co., and H. P. Dix, Wilmarth 
& Morman Co. 
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Mill Supplies in the Latin-American Markets 


Apparent Lack of Interest and of 


Our Manufacturers Scems to Be ( 


ALFRED T. 


The Latin-American countries, including Cuba, the 
West Indies and Mexico, constitute an export field of 
over one hundred millions of people. Seventy-eight per 
cent of the manufactured products used by these coun- 
tries are imported. Logically and by right of contiguity 
the United States should be the supply source for these 
nations. That hundreds of millions of dollars are taken 
out of Latin-America yearly by European exporters is 
to a considerable extent to be charged up to the lack of 
interest and effort on the part of American manufac- 
turers. We make no serious, sustained, persistent and 
consistent effort to cultivate the markets there. 

The writer has just returned from an extended 
in the leading South American countries of both 
and west coasts, and in Cuba, where he was engaged on 
a commercial mission. In each of the countries visited 

Brazil, Uruguay, Argentina, Chile, Peru and Cuba 
careful inquiry was made in order to secure an accurate 
understanding of actual conditions governing the sale of 
United States mill and factory supplies—what we are 
doing there in these lines, and what the possibilities are 
for the immediate future; the methods we must adopt 
to win this trade and the kind of competition we must 
meet to get the business. 

In order to know just where we stand as an exporter 
of these lines to Latin-America it will be helpful to make 
a brief analysis of our present trade with the Latin- 
American countries. 

In the eight months of the present year ended on 
August 31 the United States exported to the Latin- 
American countries mill and factory supplies (including 
complete equipment, replacement parts and general sup- 
plies) of a total value of $8,128,512. Of these exports, 
Argentina, Brazil, Cuba and Chile were the largest buy- 
ers in the order named, fully two-thirds of the total ship- 
ments going to these four countries. 

The figures will give an idea of what we are doing 
today in supplying the Latin-American mill supplies 
demand. What it is possible for us to do, as demon- 
strated by the writer’s personal observations and investi- 
gations in the leading South American capitals, is briefly 
emphasized in the following survey of conditions as he 
found them. 

The outstanding fact which becomes at once apparent 
to the observer in these countries is that, for some rea- 
son or other, the demand is being more satisfactorily and 
promptly met by the European manufacturers of sup- 
plies for mills and manufacturing plants of all kinds. 
This is true throughout South American, and from my 
inquiries appears to have been true for many 
word—the European manufacturers are working 
harder and more effectively to win the Latin-American 
markets for their mill supplies and related lines than 
do the American producers; they are making it easier 

x the South American buyers to deal with them and 

get their hands on the European products; and 
this—they have learned to do business in the Latin- 
\merican way, a subject which will be referred to later. 

In what particular way are the Latin-American buyers 
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mill supplies better served by the Europeans? 


Concerted Effort on the Part of 
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investigations and inquiries disclosed the answer, which 
is this: For many years it has been the custom of the 
larger exporters of these products in Europe to keep at 
convenient and strategic points in South America fairly 
representative stocks in warerooms, in charge of a man- 
ager, and in some instances, so I was informed, where 
the volume of business justified it, one or two salesmen 
to cover nearby territory in addition. These stocks were 
added to constantly and steadily replenished. These 
stockrooms sell for the most part to the distributor, but 


also deal direct with the consumer when occasion 
requires. In some cases which were brought to the 
writer’s attention, these stockrooms are not the sale 


agency of a single manufacturer, but several manufac- 
turers in related, but non-competing, lines conduct them 
jointly, thus greatly reducing the cost of maintenance 
for each. 

Now, contrast this plan with that most United 
States manufacturers. It works out something after 
this fashion: A mill or industrial plant owner in one 
of these southern countries requires certain supplies, for 
instance, and he gets them in a few hours, or in a few 
days at most, of one of these distributing centers; he 
makes a finished job of the purchase, knowing what he 
is buying and what he is paying. All of which is very 
satisfactory. But if that same order be placed with a 
United States manufacturer or manufacturer’s agent 
who does not maintain South American stock centers it 
is frequently quite another story. The buyer must wait 
for two to six weeks for his order to reach the manu- 
facturer and a like length of time, or longer, for the ship- 
ment to reach him if the goods are shipped on the day 
the order is received—which frequently they are not 
go through a troublesome routine of insurance, customs 
and tariff details, often pay cash before shipment, risk, 
loss due to improper packing and take the chance of find- 
ing, after all this delay and annoyance, that the goods 
are not sent in exact accordance with order. That’s 
a pretty gloomy picture, but I was assured that it 
borders closely on the truth. So that it will be perfectly 
plain that the matter of prompt and satisfactory delivery 
is one which, under present competitive conditions, comes 
pretty nearly being an essential in clinching our fair 
share of the Latin-American mill supplies trade. 

In the matter of advertising their products to the 
South Americans the English, French and Germans do 
the job much more effectively than do our United States 
manufacturers. It should be impressed upon our manu- 
facturers that to advertise to the South Americans effec 
tively, must not according to 
standards and not precisely in the way we term “yood 
advertising” in the United States. 
may seem, good advertising here is in many cases bad 
advertising there. We must careful lest 
over the heads of the people we are trying to convince, 
which is one of the faults of much of the foreign adver- 
in South American mediums. Therefore, 
should keep steadily in view the fact that we must appeal 
to the buyer in southern countries in the manner and 
after the methods he understands, is accustomed to and 
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few manufacturers realize that, by perhaps 


Belting Exchange has undertaken the work of 
giving reliable and de pendable information on 
belting to any manufacturer desiring it. This 
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Every MANUFACTURER, PLANT OWNER and_ ENGINEER 
can enjoy this service without cost or obligation 


HF. lack of adequate data on power trans ¢ How a Leather Belt Transmits Power.” By 
mission has been the cause of millions of J. Edgar Khoads and Dr. R. R. Tatnall. 
dollars lost each year by factory owners. Be d Specifications for Leather Belting.” Pre- 
cause belting installations seem so simple a job, pared by collaboration of the Bureau of 


Standards, Washington, D. C. 


varying the size or type of belt, they often can e Making Leather Belts Endless.” By Louis 


effect a large saving in the cost of production W. Arny, The Leather Belting Exchange 


The Research Division of The Leather f Law of Variation Between the Width and 
Transmitting Capacity of Leather Belting.” 
By R. F. Jones, Research Engineer, Cornell 


University. 


Address— Research Division 
THE LEATHER BELTING EXCHANGE, Forrest Bldg., Philadelphia 
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amparen om leather and the tanning industry For information regarding leather, itsell, address 


Nothing takes the place 
of Lea ther 


An Interesting Exhibit 


The Leather Belting 
Exchange has an inter- 
esting exhibit on power 
transmission which shows, 
by actual test, the com- 
parative transmission 
power of all types of 








service is entirely without cost or obligation No. 2—The Leather Belting Exchange has a research mening. See's gs the 
It is financed by the leading leather belting foundation at Cornell University. Here com- INTERNATIONAL TEXTILE 
manufacturers in the interest of better power petent engineers are continually at work de- Exposition 
é veloping new and valuable data on power Mechanics Building 
transmission for industry transmission. They will gladly discuss indi- Sachse: Naas. 
What the Research Division will do vidual belting problems with manufacturers, October 29th 
and will also*mail, free, the results of such so Meccuber Sel 
No. 1—Upon requer., we will send you the following experiments and developments as may be of 
booklets, free of charge interest to industrial users of belting. Seconp Nationa 
Expos >, 
(a) “The Comparative Values of Different Types Exre pa or Power & 
of Belting,” including tests by Mellon Insti- Whether you are satisfied with your belting pee 
tute and Cornell University s ; iss and 
b R T { the Flesh oe re and especially if you Grand Central Palace 
(b) A Report on Comparative Tests of the Fles ontemplate buying new belting t il z _— . 
and Grain Sides of Leather Belting.” By series sens: e new Deng wil pay New York City, N. Y. y 
R. F. Jones, The Leather Belting Exchange YOU to have this valuable information on hand December 3rd to / 
Foundation, Cornell University Clip the coupon attached and send it in to-day December Sth ¢ 


Battery Place, New York 











HEN a manufacturer, plant owner 

or engineer once knows the true facts 
about leather belting, he will not use any 
substitute made. The main reason why 
everyone doesn’t use leather to-day is be- 
cause of the lack of available, informative 
data on vower transmission. The Leather 
Belting Exchange proposes to supply this 
convincing, conclusive data. By means of 
powerful advertising——extensive demon- 


Powerful publicity to help you sell Leather Belting 


strations—and close co-operation with 
manufacturers, we are making it easier 
every day for you to sell leather belting. 
(The advertisement reproduced above tells 
how we are co-operating to render a com- 
plete and helpful service in the interest of 
leather belting. It will appear in a list of 
eleven influential publications during the 
month of November. Other advertise- 
ments will follow each month.) 
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will respond to. 
and etfort. 

Another thing that impressed me is that our exporters 
are giving too little attention to the fact that we must 
adapt ourselves to the customs and trade traditions of 
the Latin-American people. After a stay of nearly two 
years in the most advanced and progressive of the 
republics, I can say that, while other factors have an 
important bearing on our factory and mill supply trade 
there, one of the chief reasons why we are failing to 
win adequate results in these countries is that we are 
inclined to insist that business be done in our way and 
in accordance with plans we follow in other parts of 
the world. In dealing with the Spanish-Americans this 
is an expensive mistake. The European exporters, I 
was told, learned this lesson long ago—which would 
seem to account, in a measure, for their being able to so 
readily capture trade down there. 


Any other plan is sheer waste of time 


The important subject of the establishment of sales 
agencies is a vital factor in our trade in all foreign 
countries, and especially in Central and South America, 


and should have the careful attention of our United 
States exporters. 
It is very advisable in selecting a Latin-American 


house to handle a line of our industrial and factory sup- 
plies that it be not already engaged in selling lines which 
could, in any way, be considered competing lines, and 
an agreement should be insisted upon that lines which 
compete will not be handled with the American products. 
One of the bad effects of competing lines being sold by 
one of these agencies or distributors is that the line 
which pays the largest profits—and this may not be the 
American line—will be pushed more vigorously and con- 
stantly than the smaller-paying line. This is a certainty. 

On the agency’s part it should be required, agreed and 
understood that it undertakes to cover its territory by 
salesmen or sub-agencies—preferably the latter—and in 
every way see that the lines are properly exploited. 

Another important function of the successful agency 
is that it will enable the American exporter to keep his 
finger on the trade pulse of the territory at all times, to 
know just how the lines are moving, what is selling and 
what is not in demand. Besides, he is relieved of the 
very important matter of concerning himself about 
credits, terms, collections, etce., the branch handles 
and is responsible for all that. 


as 


It is important to note, however, that every agency 
plan should, under all circumstances, have for its ulti- 
mate object the opening of the exclusive sales branch of 
the house, manned by its own staff of representatives. 
The evolution of our big Latin-American trade in auto- 
mobiles, musical instruments, food products, paper man- 
ufactures, and other leading lines United States 
exports followed this plan successfully—placing agencies 
with good houses until the volume of trade has so grown 
that the sole agency or branch could be profitably estab- 
lished. Likewise, this has been the method of European 
shippers to South America, mill exporters 
included. 


The matter of 


of 
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Ocean 


packing and crating 
American is of first importance. freights 
to both west of South America must 
undergo extremely rough handling, being thrown about 
from dock to ship, stowed on ship, undergo from two to 
thrown from ship to 
lirhter and from lighter to wharves in many of the ports 

and | this persecution frequently are hauled 
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one hundred miles or so into the interior on “rattler” 
freight cars or on the backs of unsteady-footed mules. 
It will be readily seen that in order to withstand this 
sort of treatment no packing or crating can be too secure. 
And it was through a lack of thorough appreciation on 
the part of our shippers of the rough treatment our 
United States exports must undergo that our methods of 
packing have been under fire for so many years past. 
Now, however, our exporters are beginning to realize 
what is required in the way of packing. 

It should be a matter of much satisfaction for United 
States exporters to know that today the question of 
terms and credits is not cutting anything like the figure 
it did a few years ago. This, it will be remembered, was 
of our first trading with the South 
Americans. In the pre-war years the Latin-American 
importer took a peculiar—not to say wholly original 
view of the matter of credits, I] was told. Many large, 
old established importing houses there which were well 
able to forward cash with order or pay promptly against 
shipping documents, insisted upon 90 days or more 
because they regarded it as an evidence of confidence in 
their integrity. Likewise, when cash was demanded they 
were much inclined to look upon it as a reflection upon 
their standing or their honesty. In fact, | was sur- 
prised to find instances where absolutely reliable firms 
with large available capital took 60 and 90 days where 
by paying in 10 days they would get a 2 or 3 per cent 
discount because they wanted to feel that their standing 
was “ace high,” and it was worth the loss of the discount 
to them to have others feel that way. 


one obstacles in 


As I have said, we are today selling to Latin-America 
on pretty much the same terms as to other parts of the 
world. Our point of view on credits and terms has been 
brought home to the Latin-American trade in such a 
way that they long ago began to realize that prompt 
payment is the best evidence of financial and commercial 
stability. 

We cannot shut our eyes to the fact that, even though 
trade conditions are still in an upset condition and the 
foreign commerce of all nations is more of less “out of 
kilter,” the day is coming—and it is net far distant 
when we shall have to deal with competition of the 
keenest sort. And when that time comes it will be tre- 
mendously in our favor if our exporters of mill and fac- 
tory supplies have a well-developed demand for their 
goods to help them in their fight—and the greater the 
demand the more certain they are to win. 
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Manufacture of Wood Screws 

The Department of Commerce announces that accord- 
ing to reports made to the bureau of the census the 
value of products of establishments engaged primarily 
in the manufacture of wood screws amounted to 
$7,418,000 in 1921 as compared with $15,460,000 in 1919 
and $6,217,000 in 1914, a decrease of 52 per cent from 
1919 to 1921, but an increase of 19 per for the 
seven-year period 1914 to 1921. In addition, wood 
screws were also manufactured as subsidiary products 
by establishments engaged in other industries to the 
value of $3,294,000 in 1921, $1,434,000 in 1919, and 
$356,000 in 1914. This industry does not include estab- 
lishments manufacturing machine for use in 
machinery and in metal work generally. Of the eight 
establishments reporting in 1921, three were located in 
Connecticut; two in Massachusetts; and each in 
Ohio, Pennsylvania, and Rhode Island. 
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The Ruilway Situation as Viewed by an Expert 


Dark Cloud on the Horizon Is the Persistent Demand by Certain 
Classes for Legislation Which Would Prove Generally Disastrous 


SAMUEL 


There are some respects in which the railway situa- 
tion at present is unsatisfactory. It is, however, satis- 
factory in more respects than it has been at any time 
since before government operation of 
adopted at the beginning of 1918. 

The thing that the public needs most from the rail- 
roads is good and adequate transportation service. 
Largely because of conditions due to the coal miners’ 
strike and the railway shop employees’ strike last year, 
the railways in the latter part of last year and the early 
part of this year were not able to handle promptly all 
the freight offered to them, and for some months there 
was the largest “car shortage” in history. Since then 
the railways have pushed repairs of their locomotives 
and cars so fast that there has been a remarkable reduc- 
tion of the number of them in bad order. They have 
also bought and placed in service large numbers of new 
locomotives and cars. From January 1 to September 1, 
the number of new freight cars put in service was 116,- 
000, and the number of new locomotives 2,583. They 
have been making other important improvements in and 
udditions to the properties. The total expenditure this 
year for new equipment will be about $700,000,000, and 
the total investment in other improvements about $400,- 
000,000. In addition, numerous important improvements 
have been made in methods of operation, and especially 
in the distribution of freight cars. 


railways was 


In consequence, the “car shortage’ was wiped out 
some months ago, and there has been since then a car 
surplus. Shippers have been able to get their freight 
loaded and moved as fast as they have wanted to. This 
improvement in service has been accomplished in spite of 
the fact that for a year now the railways have 
handling more freight business than ever before. 
increase in handled thus far in 
pared with 1920, the previous 
about 5 per cent. 


been 
The 
business 1923 as com- 
record year, has been 
In every previous year for ten years 
the handling of a record-breaking freight business has 
been accompanied by congestion and “car shortage.” 
The peak of the annual business usually is reached in 
October, and when it was reached last year the net car 
shortage reported reached 140,000 cars. There is rea- 
son for believing that this year’s freight business has 
continued to increase up to the present time. 
est business ever handled in 
1,018,000 car loads. 
now 


The larg- 
any week of any earlier 
It is probable that rail- 
handling approximately 1,100,000 car 
loads a week; and the fact that this is being done without 
a car shortage shows how much the physical condition 
and operating efficiency of the railways have improved. 

The increase in the physical facilities has been small 
compared with the increase in business handled. The 
improved results secured have been largely due to the 
fact that the railways have succeeded, as compared with 
1920, in increasing the average miles traveled by each 
freight car daily about four miles, or 16 per cent. They 
have increased the average number of freight cars in 
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*Mr. Dunn is editor of Railway 


fae, and speaks with authority. His 
address, i 


delivered before the National Conference of Business Paper Editors, 
is with pleasure presented in full. 


O. DUNN* 


each train, and in consequence the average tonnage han 
dled per train. And they have increased the average 
speed of freight trains. In fact, the 
machine has been speeded up remarkably. 

There has been a substantial improvement in earnings. 
What this has been can best be indicated by mentioning 
the percentages that have been earned upon the valua- 
tion placed upon the railways by the Interstate Com- 
merce Commission. The percentage earned by them on 
this valuation in 1921 was 31-3 per cent, in 1922 about 
4 per cent and in the first eight months of the present 
year 5.4 per cent. The railways of the country are 
divided into three districts—eastern, southern and west- 
ern. The railways in the eastern and southern districts 
have thus far this year earned 6.18 and 6.34 per cent, 
respectively. One of the bad features of the situation 
is that the railways of the western district have not 
enjoyed as much of an increase in their traffic as the 
eastern and southern lines, and have thus far this year 
earned at the annual rate of only 4.23 per cent. 

While the total earnings of the railways have been 
increasing, so have their operating expenses and taxes. 
Immediately prior to government operations of rail- 
roads it required about 75 cents out of each dollar earned 
to pay operating expenses and taxes. Thus far this year 
it has taken almost 84 cents out of each dollar earned 
to pay operating expenses and taxes. It is plain, in 
view of these facts, that the net earnings of the rail- 
ways are on a much less stable basis now than they were 
six or seven years ago. It would have taken a much 
larger decline of business or reduction of rates to have 
wiped out their net earnings then than it would now. 

The expenditure now being made by the railways for 
improvements and new equipment are the largest that 
have been made since 1917; and, in fact, when the statis- 
tics for the entire year 1928 are available, it may be 
found that the new capital invested this year is the larg- 
est in any year since 1911, or even the largest ever made 
in any year. This large increase in capital investment 
has been due to several causes. 


entire railway 


First, it has been due to 
the demands of a record-breaking traffic. Secondly, it 
has been due to the high wages and high prices prevail- 
ing. It costs at least twice as much to make any given 
improvement or addition to equipment now as it did, 
say, ten years ago. Third, it has been due to an increase 
in net earnings, which always has resulted in increased 
investment in the railroad as 
business. 


well as in every other 
Fourth, it has been due to the Transportation 
Act which was passed in 1920, and which has held out 
to the railways and investors in their securities the 
assurance that if the roads are honestly, efficiently and 
economically managed, the Interstate Commerce Commis- 
sion will make rates which will on the average yield a 
fair return upon their properties, and that in determin- 
ing what is a fair return the commission will take into 
consideration the need for the adequate development of 
transportation facilities. 

The dark cloud upon the horizon of the railways is 
the persistent demand coming from certain classes and 
sections of the country for immediate reduction of 
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HARBRONZ 


is made of new metals rich 
in tin, thoroughly alloyed 
and poured at just the right 
time. The bars are accurate- 
ly cored, free from flaws, 
and carefully inspected. Man- 
ufacturers who have once 
tried HarBronz will adopt it 
as a standard because of its 
long life and its ability to 
keep the machines in unin- 
terrupted service. The dif- 
ference in quality between 
Har Bronz and ordinary 
bronze represents a saving 
out of all proportion to the 
slightly greater cost. A sin 
gle test will prove this state 
ment 
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Here’s a Chance to Make 
a Profitable Connection 





A few years from now certain mill supply jobbers will look back 
with satisfaction on the profits resulting from their sales of Har- 
Bronz. Whether you will be one of those jobbers depends upon 
whether you see the advantage NOW of becoming a HarBronz 
distributor. 


HarBronz is not new. We have been making it for years and we 
know ft is unsurpassed as a bearing metal for machines and machine 
tools. But until recently we have not made it in stock sizes suit- 
able for the mill supply trade. 


There is such a wide variation in sizes of bushings required for machine 
bearings that we have found the most practical way to supply them is to 
furnish HarBronz in the form of unfinished cored bars that can be cut to 
required lengths and machined to fit. This method makes it possible for 
the jobber to furnish from a small stock of standard sizes, bronze for any 
size bearing a customer may want. Customers soon discover the ad- 
vantage in keeping certain sizes of the cored bar in their own stock rooms 
for emergency use. 


We are extending to mill supply jobbers an opportunity to make a profitable 
connection for the sale of HarBronz. As brass founders of experience we 
know what we are offering, and we know that jobbers who become Har- 
Bronz distributors now will have reason in later years to admire the good 
judgment they exercised in the fall of 1923. Just write us that you are in- 
terested in HarBronz and we will give you full information. 


ARTHUR HARRIS ann COMPANY 


Established I8s4 
Brass Finishers 


210-18 Curtis St., Chicago, III. 


Drass Founders ( ‘oppersmiths 


HarBronz 
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freight rates and for legislation which would reduce and 
permanently restrict the net return the railways are 
now held by the Interstate Commerce Commission to be 
entitled to earn. 

As you know, the commission in 1920 placed upon the 
railways a “tentative” valuation of $18,900,000,000. It 
has since added to this the investment since made in the 
properties, which has increased the tentative valuation 
to approximately 20 billion dollars. It held that up to 
March 1, 1922, the railways were entitled to earn 6 per 
cent upon their valuation, and it has held that since then 
they have been entitled to earn 5%4 per cent. The rail- 
ways actually have earned only about two-thirds of the 
return to which the commission has held they are 
entitled. On September 1, 1923, there had elapsed three 
years since the war-time government guarantees were 
withdrawn. The amount of net return that the rail- 
ways were entitled to earn in these three years, under 
the rulings of the Interstate Commerce Commission, was 
about $3,300,000,000. The amount they actually did earn 
was less than $2,250,000,000. Therefore, they earned 
about $1,050,000,000 less than the commission has held 
they were entitled to. The returns actually earned by 
the three groups of railways have been less by the fol- 
lowing amounts than the commission has said they were 
entitled to: eastern district, $434,000,000; southern dis- 
trict, $108,000,000; western district, $491,000,000. 

Not only is it true that the net return the railways 
have earned in the last three years has been only two- 
thirds of what the Interstate Commerce Commission 
has held they are entitled to, but it has been a smaller 
percentage upon their property investment account than 
they have earned in any equal period of years since 
immediately following the panic of 1893. It has been 
much less than the return earned by them in the five 
years from 1911 to 1916, which small that. it 
caused a decline of 60 per cent in the annual investment 
made in the railways. The railroads are now, however, 
confronted with demands for legislation which would 
reduce the valuation placed upon them by the Interstate 
Commerce Commission by at least one-third, and would 
permanently restrict them to a net return 
equivalent to the very small one earned in 
1922. 

This legislation is advocated upon the ground that the 
valuation is and should be reduced to make 
possible reduction of freight. The valuation was made 
by the one government body which, of all official bodies, 
must be conceded to be the most competent to decide 
what it should be, and the claims that it is greatly exces- 
sive are based upon grounds so flimsy that every rational 
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excessive 


mind which considers them must recognize them as 
wholly untenable. Furthermore, a large reduction of 
the valuation would make possible only a very small 


reduction of rates. Why this is true may be made per- 
fectly clear almost in a single sentence. The railways, 
under present conditions, are obliged to pay out about 
&5 per cent of their total earnings in operating expenses 
and taxes. No change in the valuation would reduce 
their operating expenses and taxes by a single cent. 
Therefore, even if the valuation were completely wiped 
out, the total reduction in rates that could be effected 
would be only 15 per cent; and, of course, if it were 
reduced only one-third, the total reduction in rates would 
be only 5 per cent. 

The proposed legislation contemplates, however, that 
the entire reduction of rates shall come out of the net 
return the railways are allowed to earn. Therefore, a 
reduction of one-third in their valuation would cause a 





reduction of 33 1/3 per cent in the amount of net return 
they were allowed to earn with which to pay interest 
and dividends. Now, the net return the commission has 
held they are entitled to earn is relatively no more than 
they actually did earn in such periods as from 1905 to 
1907 and from 1909 to 1911, before government regula- 
tion became excessively restrictive; and permanently to 
reduce it by one-third would be to bankrupt a large part 
of the railroads because they would not be able to pay 
the interest on their bonds, and would deprive practically 
all the other railways of ability to pay any dividends. 
What the future of the railroads will be nobody can 
safely predict. 1 believe, however, any intelligent man 
who has carefully studied the subject can safely predict 
what would be the result of following each of two alter- 
native policies that are being advocated. One of these 
policies is that of enacting legislation advocated by radi- 
cal statesmen such as Senators La Follette and Brook- 
hart. This would result in wiping out a large part of 
the valuation of the railways and confiscating a large 
part of their property. The consequence would be that 
the development of the facilities of the railways would 
almost immediately stop, and they would soon become 
unable to cope with any increase of traffic resulting from 
increases of production and commerce. The alternative 
policy advocated is that of leaving the Transportation 
Act of 1920 unchanged. If that should be done, I 
believe that in a comparatively short time the railways 
would be able to earn the return which the Interstate 
Commerce Commission has held that it is fair for them 
to earn. The result probably would be that the railways 
would be able to raise and invest the 750 million to 1 
billion dollars of new capital annually which all authori- 
ties who have studied the subject agree they must invest 
if they are to expand their facilities sufficiently to enable 
them to handle the commerce of the country satisfacto- 
rily. Many of the improvements made by this new invest- 
ment would help to reduce operating expenses; and the 
railways would be able not only to handle the country’s 
business, but as conditions become more normal, they 
would gradually become able to reduce rates as they did 
reduce them most of the time for a quarter century 
before the world war. 
That 


I am neither a pessi- 


Which of these two policies will be adopted? 
will depend on public sentiment. 
mist nor an optimist regarding this matter, because I 
have unable to reach a definite conclusion as to 
which policy public sentiment will favor. There can be 
little question that the preponderating sentiment of the 
agricultural states of the west favors radical railroad 
legislation. I believe the sentiment of the industrial east 
opposes radical railroad legislation. Of one thing, how- 
ever, | am very sure, and that is that if radical railroad 
legislation is adopted, the effects will be disastrous to 
all classes and all sections. 
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Opened Offices in Havana 

Starr-Rawlings-Dickey Corporation, 501 Fifth avenue, 
New York, an export organization headed by J. Garnett 
Starr, eastern sales manager of the Detroit Oak Belting 
Co., has established offices in the Vizoso building, 
Havana, Cuba, under the management of Rene M. Droe- 
shout, who has been a manufacturers’ representative in 
that city for the past five years. The company is at 
present acting as exclusive agent in Cuba for belting, 
mechanical rubber goods and mill supplies, and intends 
to take on a few more accounts in the near future. 
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DROP FORGED STEEL 
VALVES & FITTINGS 


The Vogt Drop Forged Steel Valves and 
Fittings here illustrated, show some of the 
types manufactured and stocked in large 
quantities. 

They are the accepted standard 
for high pressure and tempera- 
ture service with oil, gas, am- 
monia, air, water and steam. 

They have never failed. 


WRITE FOR BULLETIN F-5 


Henry Vogt Machine Co. 


Louisville, Kentucky 


BRANCH OFFICES : 
NEW YORK, CHICAGO, PHILADELPHIA, DALLAS 
MANUFACTURERS OF 


DROP FORGED STEEL VALVES AND FITTINGS: WATER TUBE AND HORIZONTAL 
TUBULAR BOILERS: OIL REFINERY EQUIPMENT: REFRIGERATING MACHINERY 
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Playing the Game for What You Get Out of It 


Growing Popularity of Golf Among Business Men Leads Youthful 
Salesman to Ponder Whether It Is essential to His Own Stuecess 


KENNETH C. 


Everybody remembers the big meeting of the allied 
mill supply associations in Cincinnati last spring. Both 
producers and distributors were there, gathered from 
the four corners of the trade world. They were there 
to discuss business, to peer as far as might be into the 
future, and, incidentally, to ask each other, ““How’s your 
game?” Having received an answer to this vital ques- 
tion, the thing to do, usually, is to demand proof. And 
the proof might or might not be forthcoming, but it 
helped to provide something other than real business to 
talk about, in any case. 

The uninitiated might ask, “What game?” And the 
uninitiated would have ample reason for so doing, as 
there are games and games, and it may with pride be 
admitted at once that the average able business man, 
being a versatile being, plays most of them. For 
instance, there is a game as old as civilization, played 
with a pair of ivory cubes, at which members of dignified 
houses sometimes show astonishing skill. There are 
games demanding the employment of what are face- 
tiously known as the pasteboards, wherein there is room 
for the use of all of the desirable qualities which go to 
make a good salesman. And there are divers other 
games. 

But the game most often referred to, the game which 
is in mind when someone solicitously asks about a game, 
is the game of golf. Apparently it is rapidly getting to 
a point where it is taken for granted that everybody who 
is anybody at all plays it, and that it is a business asset 
hardly second to the old-fashioned essentials of having a 
good line and knowing something about selling it. And 
mavbe there is something in this. 

Certainly, to an outsider looking on and listening in, to 
one watching the things that happen at almost any busi- 
ness convention, such as that of the mill supply field last 
spring, it would seem that the veterans spent nearly as 
much talk and time on golf as on business; and it is 
pretty nearly certain that it doesn’t hurt business a bit 
for this to be so. It comes remarkably close to being a 
case of eating our cake and having it too, when a busi- 
ness man can spend a substantial proportion of his time 
in a health-giving, if religion-destroving (occasionally ) 
game, and actually get business advantage out of so 
doing, entirely aside from his own improved physical 
efficiency. 

A young salesman who was mixing around at the 
recent convention, his first big affair of the sort, got so 
strong an impression of the prevalence of the golf bug 
that he began to droop under the sense of an all but 
insuperable handicap. He was not himself a golfer, hav- 
ing the serious and solid turn of mind which had caused 
him to decide that he couldn’t afford golf while he was 
plugging to get his feet firmly set on the ladder of busi- 
ness. He began to wonder if he was wrong. 

“Look here, tell me something,” he demanded of a 
friend whose opinion he thought a good deal of. “How 
about this golf thing? Is it really necessary to be able 
to talk the game, and occasionally to take a man out for 
a round, in order to do business with him? Can’t a man 
be a salesman unless he can break ninety on a fairly 
tough course? If that’s so, I suppose the best thing I 
can do is to begin devoting some of my time and a lot of 


CARDWELL 


my money to getting into the game, instead of doing all 
of my stuff on the job of learning my line and how to 
sell it.” 

The lad was so serious that his friend, a bird of more 
than ordinary wisdom and experience, had to laugh. He 
laughed long and loudly, seeming to be amused to the 
point of apoplexy at the young man’s anxiety. Then, 
observing that his mirth was not being taken altogether 
in good part, he managed to calm down and collect some 
words of wisdom to hand out. 

“Excuse my unseemly merriment,” he said, smiling. 
“But you are so darned solemn about it that I couldn't 
help laughing. The reason I laughed, too, was that | 
know how many chaps of about my age are kidding them- 
selves into the belief that their golf game, which is 
usually a thing of horror, is helping them with this man 
and that. I like to get a chap like this—and this is 
really the answer to your question—and tell him that he 
ought to have sense enough to accept the physical bene- 
fits that go with golf, as with any other outdoor game, 
and to let it go at that, without trying to hook on a lot 
of mysterious business influence with it. 

“Personally, I wouldn’t take up the best game that 
ever was played, with clubs, bones, balls or bricks, Just 
for business reasons, because I have a fool idea that it 
would take too much of the joy of the game out of it. I 
have known fellows who seemed to make very good busi- 
ness out of a friendly poker game, but they were excep- 
tions, and they usually found that the other men in the 
zame didn’t feel so blamed friendly, after a while. And 
as far as golf goes, in yeur particular case, | wouldn't 
for one moment advise you to take it up just to help 
business. You wait until the game looks good to you for 
its own sake, and then go to it. 

“Here’s a good way to test it out, and a simple one: 
Do vou find your sales up to the mark, as compared with 
those of other men of your age in the organization who 
play golf, or can you discern such men laying it all over 
you? Have you observed yourself losing a nice piece of 
business here and there to a golfing salesman who man- 
ages to take your prospect out for a game occasionally, 
or have you found that if your prices are right and your 
work is good, the golf doesn’t seem to cut any figure? 
ll gamble blind with you that the latter is the case. 


" 


How about it? 
The youngster found occasion to grin, in his own turn. 
“Oh, I’m holding my own, sort of,” he acknowledyed. 

“T know of a few cases where being in town instead of 

out on a pretty golf course on a fine summer’s day 

brought me orders, at least. But I just don’t want to 
overlook any bets, that’s all. And this golf thing seems 
to be kind of interesting, at that. How’s your game?” 

His friend became serious. 

“Lemme tell you, son,” he began, earnestly. “If I 
could only putt the way I drive, I'd be trying for the 
open championship, that’s all there is to it. If you know 
that long thirteenth at Edgemoor—of course you don’t, 
but anyway, it’s an affair where you have to come right 
up to two hundred and fifty vards, straight as a string, 
if you’re going to be anywhere near the green with your 
fourth. And yesterday I was ten feet from the pin for 
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a three—and then had to take a six for the hole. 
you, ain’t that concentrated Hades on wheels?” 

The young fellow had to admit that it must be some- 
thing like that to be such a whale with the long shots, 
and then to fall down so lamentably with the close-up 
work. 

“What does it cost to belong out there?” he inquired, 
casually. 

“Why, there are only a couple of hundred on the wait- 
ing list,” he learned, “and if you get your name in right 
now, maybe you'll have a chance to get through in a year 
or two. It would stand you seven or eight hundred, I 
should say, with dues of two fifty more, and incidentals. 


I ask 





Come around in a day or so, and we'll talk it over.” q 

The lad grinned. 

“T’ll let you tell me about your game,” he answered, 
“and let it go at that. I’m afraid I might want to talk 
myself if I had a game of my own to talk about. And, 
by the way, how about that carload we were talking 
about ?” 

“Ship it,” was the answer. 
with golf?” 

“TI don’t know that it has anything to do with it,” said 
the young salesman, cautiously. ‘‘But I sure do love to 
hear you tell about your game.” 

And maybe that’s enough. 


“What’s that got to do 


Some Curious Legal Twists 


Important for Everybody Dealing 


With Partnership to Know the Law 


ELTON J. BUCKLEY 


I have talked from time to time about the peculiar 
law of partnership; how unfairly it seems at times 
to work, how complicated it is, and how important that 
every member of a partnership, as well as everybody 
dealing with one member of a partnership, should know 
something about partnership law. Some very hard 
bumps have come from not knowing partnership law. 
Men who actually weren’t partners, but who carelessly 
allowed themselves to appear as such, have been held as 
partners, with consequent loss; partners who were not 
aware of the extent to which their fellow partners could 
legally bind them, have been let in for expenditures 
which they didn’t authorize and didn’t want; retiring 
partners who generously gratified the remaining part- 
ners’ wish that the firm name remain the same, have 
found themselves legally liable for the debts of the firm 
after they retired just as they were before, and so it 
goes. I could cite 
body come to 
law of partnership. : 

I have just finished reading a case which shows a 
curious twist of partnership law. Possibly it will fit 
some of the readers of these articles. Let me say at 
the outset that when a partnership owns property, real 
or personal, the law considers it as being held separate 
and distinct from the property which the members hold 
as individuals. If the firm fails it will all eventually 
go into one pot, but short of failure the distinction is 
this: Property held by a partnership, as partnership 
property, is first liable for ‘the partnership debts, and 
can’t be touched for the individual debts of the members 
of the partnership until all the firm’s debts are paid. 
When the partnership debts are all paid, the balance of 
the partnership property, if any, is available for the 
individual members’ debts. 


thousands of cases in 
grief because of 


which some- 


has ignorance of the 


This rule works out sometimes in a very curious way. 
In the case I referred to a certain business man owned 
some valuable personal property and real estate, which 
he pledged as security for a personal loan. He and his 
wife joined in a deed of trust to the lender. This deed 
of trust, which was to all intents and purposes a mort- 
gage, was recorded, and the lender considered himself 
absolutely secure. 

At the time this loan was floated the business man 
who had borrowed the money had formed a partnership 
with another and contributed, as part of his contribution 
to capital, the very property which he later borrowed 
against. In that way it had become partnership property 
and primarily liable for the debts of the newly organized 


firm. The case doesn’t disclose whether this whole 
scheme was cooked up, but a little later the firm bor- 
rowed some money and gave this same property as col- 
lateral, executing a deed of trust to the lender in this 
case also. Thus there were two deeds of trust, or mort- 
gages, against the same property, covering two loans, 
the one given by the partnership being eight months 
later than the other. Both were recorded. 

The partnership didn’t pay interest on its loan and 
the lender got after the property. At this juncture the 
man who made the first loan asked for an injunction on 
the ground that here were two loans and two deeds of 
trust on the same property and as his was the first it 
took precedence, especially as it was recorded, which 
was notice to the whole world of its existence. Off- 
hand, you would think there could scarcely be any ques- 
tion about it, would you—the first loan and the first 
pledging of the property had the first place. 

The court, however, decided the other way. The bill 
for injunction was thrown out. The court said that the 
loan made by the partnership took precedence, because 
the property became partnership property when the own- 
er of it formed the partnership; that it was partnership 
property at the time he pledged it for an individual loan 
of his own; that because it was partnership property 
it was primarily liable for partnership debts and would 
first have to be applied to the payment of the debt created 
by the partnership. 

Now you can see the importance of the thing because 
the first lender was completely done out of his security, 
although the man who borrowed from him was in a 
sense the owner of the property when he borrowed on 
it, and although he held a recorded deed of trust or 
mortgage. Because of its importance I have tried to 
make a somewhat complicated situation clear. In the 
case I have been discussing, either the partner who first 
floated his individual loan was a sharp crook who knew 
that pledging the property for his personal debt wouldn’t 
prevent him from subsequently pledging it for his firm’s 
debt, or he was honestly ignorant of the principle of 
law which first applies partnership property to firm 
debts, and disregards all previous efforts which may have 
been made to pledge it for the individual member's debts. 
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Bonner & Barnewall Moved 
Bonner & Barnewall, Inc., New York, manufacturer 
of leather belting, moved on October 1 into new quarters 
at 440 Lafayette street. The company’s offices were 
formerly located at 30 Church street. 























cAsk Your Tool Engineer 


What is the most important tool 
you have to specify? Without hesi- 
tation he will answer, “Hobs.” 


Why? 


“Because of the exacting requirements. 


It is impossible to produce smooth 
running, silent Gears or well fitting 
Spline Shafts without accurate Hobs.” 


The National Twist Drill & Tool 
Company has recognized this fact, 
and we have bent our energies to- 
wards producing Hobs that shall give 
maximum service and accuracy. 





We are prepared to recommend and 
manufacture either ground or form 
relieved Hobs as your requirements 
warrant. 


Aninquiry will bring ourserviceto you. 






BV NMWCO)TNE 
FIRST" 








XWLUL 


Aras 708 a 
SLOP PILUES 











Fall Meeting of Eastern Supply Association 


of the budgetary Control of Flts 


The annual fall meeting of the Eastern Supply Asso- 
ciation was held at the Hotel Astor, New York City, on 
October 10th. More than 400 enthusiastic members, 
manufacturers and guests were present, and the gather- 
ing was generally voted one of the most informative and 
pleasant meetings ever held by the association. After 
the registration of members and guests, President Frank 
W. Hubbard called the meeting to order about 11 A. M 
and extended a welcome to all present. 

Applications for membership was the first business 
on the program, followed by the report of the treasurer 
and the report of the two departments of the credit 
bureau. 

Col. William 
the National 


Archer, special field representative of 
Trade Extension Bureau, was the first 
speaker. Col. Arthur spoke on “The Relation of Sani- 
tation.”” He entertainingly of his experiences 
in this country and abroad, both during and after the 
war. His extensive Europe enabled him to 
draw comparisons between sanitary conditions in this 
country and those “That country stands first 
for peace and prosperity,” he said, “which stands first in 
cleanliness and sanitation.” No people have made the 
progress in the installation of sanitary equipment to 
compare with what has been accomplished in America. 
Great Britain, he said, next, and France holds 
third place. But in France, outside of the leading Amer- 
ican hotels, may travel from one of the French 
borders to the other without discovering a bathtub. 

Sanitation, Col. Archer claimed, means political safety 
to the world. Any disgraceful act or affair in American 
history can be traced to localities where there is the least 
sanitation. The greatest breeder of crime is the lack of 
sanitary conditions. 

An interesting point made the speaker was _ his 
assertion that in spite of all the progress made in this 
country in sanitation, 
year by 30 per cent for rouge, lip sticks, and powder, 
than for sanitation. In his closing remarks, Col. Archer 
piad a glowing tribute to William J. Woolley. 


se 


spoke 
travels in 


abroad. 


comes 


one 


by 


more Was spent in America last 


sankruptcy Abuses and the Remedy” was the subject 
of an address by W. Randolph Montgomery, chief counsel 
of the National Association of Credit men of the United 
States. The speaker said that as a member of the bar, 
he was heartily ashamed of the administration of the 
bankruptcy law in the United States. He discussed in 
detail the many abuses of the law, and said that for five 
vears a committee of the National Association of Credit 
Men have been studying what is the trouble with the 
law and what is the remedy. He contended that the 
real blame could not be laid upon the courts, the referees 
in bankruptey, or the members of the bar. The 
fault rests upon the individual creditor. 

In New York and other cities, he said, there exists a 
group of men who make it a business to put men into 
bankruptcy for the benefit of attorneys’ fees the 
profit of the debtor. An investigation of the cases of 
involuntary bankruptcy in New York City over a period 
of a year showed that 75 per cent of the petitioners were 
stenographers in the offices of He claimed 
that assignments of claims to these same stenographers 
were not 


real 


and 


attorneys. 


bona fiide. This situation demands attention, 


Business—.1ll Officers Re-elected 

and through the efforts of the National Association ot 
Credit Men of the United States, the American Bar 
Association at their annual meeting in Minneapolis in 
August took up the question of the revision of the bank 
ruptey law. Chief Justice Taft, who was present at this 
meeting agreed to appoint a committee of circuit judges 
to draft new laws of bankruptcy. This committee 
already been appointed by Judge Taft. 

Mr. Montgomery urged co-operative action on the part 
of creditors. He said that it would not pay for a credi- 
tor with a small or medium-sized claim to engage the 
services of an attorney. Eternal vigilance, he said, is the 
only possible remedy for the present abuses. 

Howard Coonley, president of the Walworth Manufae- 
turing Co., Boston, and president of the Chamber of 
Commerce of Boston, was next introduced and spoke on 
“Problems of Management.” 


has 


Statistics show, said Mr. Coonley, that 50 per cent of 
the applicants for college ask for business courses. This 
means that ten from now. will done 
on an entirely different scale than it is today. He urged 
those present to be alert and to watch what is going on 
in the business world. He said that 
own conducted under a 
control whereas, only five years ayo, he would have con- 
sidered this ridiculous. To prove the wisdom of the 
installation of the budgetary control in his plant, he said 
that at the end of this vear he can determine approxi- 
mately how much business he will do next vear. Their 
budgetary that they can tell their em- 
ploves how long they can keep them employed and enables 
chem to keep their men content and happy. He told 
his audience that their association can do the same work 
for them. 

Another problem of management, he said, is created by 
the number of items which his company manutacturers 
23,000, in all. This number ot 
thing to crow over, but to cry over, 
they carry in stock 75,000 different 
of their 610 
of affairs, he 


business years be 


in the case of his 


business it is now budgetary 


system means 


not a 
means that 
Yet 63° per 
This condition 
made known, is just as bad for the jobber 
as for the manufacturer for if 


he said, is 
for it 
parts. 
items. 


items, 


cent tonnage is on 
a manufacturer could cut 
down the number of items, he could make better deliver 
ies to his customers. 

With better education in Mr. Coonley said, 
the written contract will unnecessary. In the long 
run we often lose sight of the fact that what is good for 
the customer is good for the producer. 
of the great 
he stated, 


business 
be 
Secrecy is one 
His company, 

Competitors and customers 
reluctantly that they 


are given 


problems of management. 


has no secrets. 
sometimes ask 


will 


questions feeling 


not be answered. But in every case, thes 


what information they desire. To Succeed and progress 
he felt that he had not only to hold his cus 
tomer’s belief, but also the respect and confidence of his 
men. 

Work, he During the 
war, many men chanyed their positions in life, most of 
the boys who went into the army believed that they were 
entitled to better when the war was. over. 
What the world needs most is to find out that real happi 
ness comes through work. The 


in business, 


said, is the finest thing we do. 
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Mill Supply Jobbers— : 
Attention! : 

We believe you are necessary links in the chain 1 
of economical distribution. F 
We have the courage of our convictions. : 
The strict Black & Decker Sales Policy is well = | 
known in the trade. We sell through the jobber _ : 


only. That this policy is rigidly lived up to is 
unquestioned. 


Our Mill Supply distribution is not entirely 
complete in all sections. 


Perhaps you could handle the Black & Decker 
Line profitably. 


Tue BLACK & DECKER MFG.CO. | 


TOWSON HEIGHTS, BALTIMORE, MD.,.U.S. A. 
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perity depends upon work and the successful man is the 
one who does his work especially well. 

At the conclusion of Mr. Coonley’s address, President 
Hubbard called on several manufacturers and jobbers 
from various sections of the country to tell of conditions 
in their respective localities. Most of the remarks were 
optimistic and showed that general business is good. 





All the officers of the association were reelected. The 
only new name in the board of directors is that of J. F. 
Sheppard of the C. S. Mersick & Co., New Haven, Conn., 
to succeed the late Abel W. Walker. Those members and 
guests who had not hustled off to the first game in the 
world’s baseball series enjoyed an informal lunch in the 
north ballroom of the hotel. 


ee 


Healthy Business Reported 


Record .lttendance at Central Supply Association's Fall Meeting m Chicago 


The Central Supply Association held its 29th annual 
meeting at the Drake Hotel, Chicago, October 3 and 4, 
with a registration of 225 members and 46 guests. This 
proved a record attendance. The reports on the condi- 
tion of the different branches of industry represented 
at the meetings showed that business with all is in a 
healthy condition, and that there is an apparent stability 
of output and prices. 
factory condition. 


The association, too, is in a satis- 


At the opening meeting, following the address of wel- 
come by President E. C. Garrity and the reports of offi- 
cers, two new members were elected, the Baker Manu- 
facturing Company, Omaha, and the Bridgeport Brass 
Company, Bridgeport, Conn. Louis J. Merkel, of Merkel 
Bros., Cincinnati, chairman of the cost finding and dis- 
tribution committee, made a report for his committee, 
and on request the committee was continued and will 
make a complete report at the February meeting. Wm. 
J. Woolley made a strong appeal for the training of 
apprentices. He also reported on the work of the Trade 
Extension Bureau. 

In the afternoon H. E. Byram, president of the Chi- 
cago, Milwaukee & St. Paul Railway, addressed the con- 
vention on the subject, “Transportation and What Ship- 
pers Could Do to Assist in the Reconstruction Work.” 
M. J. Gibbons, Jr., of M. J. Gibbons Supply Company, 
spoke on a “Code of Ethics for Our Industry.” Alex B. 
Pierce, vice-president, N. O. Nelson Mfg. Company, St. 
Louis, spoke on “Stability of Prices versus the Erratic 
Market.” P. J. Frey, president, the Central Supply 
Company, Minneapolis, discussed the subject, “Credit 
and Collections.” Charles K. Foster, vice-president, The 
American Radiator Company, spoke on “Boilers and 
Radiators.” CC. V. Kellogg, president of the Kellogg- 
Mackay Company, Chicago, advocated a plan to keep a 
record of cost and selling prices to determine the cost 
of doing business. 

The second day’s sessions were opened with an address 
by John B. Maling on the subject of “Freak and Class 
Legislation.” Action was deferred on a_ resolution 
offered on the subject of blanket orders, and this will be 
acted upon at the next meeting. 

The speaker at the closing session was Hon. Adam 
Jj. Bede, former congressman from Minnesota, who 
spoke on “Industrial Conditions at Home and Abroad.” 
Among the members who gave their views on conditions 
of business were: J. R. Steneck, sales manager, the IIli- 
nois Malleable Iron Company; W. E. Watson, general 
sales manager of the Youngstown Sheet & Tube Com- 
pany; A. M. Maddock, president, Thos. Maddock Sons 
Company; A. H. Cline, Jr., secretary, the United States 
Sanitary Mfg. Company; Wm. M. Byrd, Jr., vice-presi- 
dent, the Hammond-Byrd Iron Company; and Eugene 


Murray, Chicago 
pany. 

The following officers 
year: president, M. J. 
ident, F. R. 


sales manager, the Ohio Brass 


Com- 
were elected for the ensuing 
O’Fallon, Denver; first vice-pres 
Dengel, Milwaukee; second vice-president, 


J. D. Tschopik, Pittsburgh; treasurer, Edward F. Nie- 
decken, Milwaukee; secretary, Paul Blatchford, Chi- 
cago; assistant secretary, Charles L. Blatchford, Chi- 
cago. The executive committee for the coming year are: 


the officers and E. I. Leighton, Leighton Supply Com- 

pany, Fort Dodge, lowa; M. M. Cochran, Cochran-Sar- 

gent Company, St. Paul; Louis J. Merkel, Merkel 

Rrothers Company, Cincinnati; C. V. Kellogg, Chicago; 

and E. C. Garrity, Chicago. The next meeting will be 

held at the Drake Hotel, Chicago, on February 19 and 20. 
~<+3> 


STANDARD COURSE IN WELDING 


Gas Manufacturers to Co-operate With Schools to Supply Skilled 
Operators For Employers 


The Gas Products Association, Chicago, Illinois, 
recently appointed an educational committee to cooper- 
ute with trade and technical schools all over the country 
in supplying a practical and standard course in welding 
procedure. The users of oxy-acetylene welding equip- 
ment have never been thoroughly satisfied with the work 
done by welding school graduates, and at the same time 
the application for the welding processes 
extended to so many new fields that the 
skilled operators is constantly increasing. 


been 
demand for 
It is thought 
that by making a thorough investigation of the needs of 
the industry and then making recommendations to weld- 
ing school instructors, the instruction programs can be 


has 


revised and standardized so as to more fully meet the 
requirements of the employers. 
The committee will endeavor to build up a list of 


accredited schools which are known to give a standard 
instruction, and whose students can be depended upon 
to qualify as satisfactory welding operators. It is pro- 
posed to make this educational movement effective all 
over the country, and since the members of the associa- 
tion have gas and apparatus manufacturing plants in 
practically all of the important industrial centers of the 
United States, it is quite likely that this plan 
carried through without difficulty. 


can be 


+o, 
Lighting Fixture Business 
It will be interesting to mill supply dealers to know 
that in 1922, of the total lighting fixtures manufactured 
by 521 establishments, 10.1 per cent were industrial 
lighting fixtures. The total value of the latter produced 
during the vear was $7,718,846. The total value of all 
lighting fixtures produced during 1922 was $76,402,000. 
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THE if ILL CLUTCH Co. 


(SS SO ES tet eS 


The big broad field of engineering is made up of those 
who make a specialty of some particular branch. 


The Hill Clutch Company's engineers have made a 
study of the design and application of friction clutches 
for a period of 39 years. 


You will be placed under no obli- 
gation in receiving our recommenda- 
tions and quotations cover- 
ing your customer's re- 
quirements. 





{}) CJiur ( atalog Vo. re contains ad 
| . THE 


lot of clutch data well cvorth hav 
hh mud \' for rererence. Copy 
will be mailed upon request. 





ILL CLUTCH co. 


CLEVELAND, OHIO 


New York Office, 50 Church St. 
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Solid Woven Con- 


struction is probably the 


latest, or newest method of putting 
together or building a power transmission 
medium. In principle it is mechanically cor 
rect, but the method of construction to suit 
actual working conditions determines its 
real value We claim, and can prove 
that the  construetion, or weave, of 














“WOOSTIER’ BELTING comes nearer n 
perfection than other types, and is therefore nuth. 
amore desirable and sate selling proposition 

for th bher elting made up sell ys . 

nites Jobb i Belting made up to quality. Wall it pay vou to follow the same 
cheaply must be constructed accordingly, J . i 


‘ — 
‘ ? : ] 111 ICT] nes 
and cannot be considered a business builder. _ 
iano & oe q As Jobbers, you have many transmission and con- 
VN ()( YS | eB Rak | : | IN( . has Store «| the yeyor problems presented to you whieh require an 
: : - : intimate Knowledge of basie requirements. Let ous 
test of service and can be otfered with con help sou in satisfactorily meeting these conditions, 
Our experience and knowledge are at) your disposal. 


DURYEA MANUFACTURING COMPANY 
Bayonne, N. J. 


fidence. Our business has been built up on 


The only SOLID WOVEN BELT made with 
THREE SETS of INTERLOCKING BINDERS 








~ ~ 
Trade Mark Reg. U. S. Pat. Off J 
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Importance of Service Equipment to the Jobber 


Rapid Increase in the Number of Automobile Registrations Has 


Made Repair Shops a Great 


The importance of automotive service equipment to 
the jobber was stressed in an address by R. W. Procter, 
sales manager of The Black & Decker Manufacturing 
Co., at the recent sales conference of the Service Equip- 
ment Association. Mr. Procter used several charts to 
illustrate the size and growth of the automotive market, 
the number of service stations which are not equipped 
for machine work and the opportunities that are open to 
jobbers to make money through the sale of proper equip- 
ment. 

Since 1919, according to Mr. Procter’s figures, there 
has been a steady but rapid increase in the number of 
service stations. In that vear there were 42,000 such 
stations. In 1923 there are 63,000 stations, an increase 
of 47 per cent in four years. Along with this increase, 
it is interesting to note that there has been an increase 
in car registrations from approximately 6,000,000 in 
1919 to more than 12,000,000 in 1923, representing over 
100 per cent increase. 

Mr. Procter states: “The market for service equip- 
ment depends upon or varies in proportion to car regis- 
tration instead of annual car production, so that size 
or growth of the market for service equipment depends 
upon the total number of cars in operation which need 
maintenance and repairs, instead of the total number 
of new cars which are placed on the road each year.” 

The increase of cars per repair shop was from 142 
in 1919 to 192 in 1923, which represents an increase in 
the average size of each repair shop of 35 per cent. In 
other words, in spite of the 47 per cent increase in the 
number of service stations, there has been an increase 
in business for the average repair shop of 35 per cent 
in four years. 

Another interesting phase of the development of busi- 
ness in automotive equipment is the fact that there are 
now more independent repair shops than there are shops 
operated by car dealers. In 1919, 40 per cent of all 
repair shops were independent shops and 60 per cent 
were dealer repair shops. Today 57 per cent are inde- 
pendent and 43 per cent dealer repair shops. 

Mr. Procter makes this strong point in connection with 
the change: ‘There has been an increase of only 1300 
or five per cent in the number of dealer repair shops, 
while there has been an increase of 18,700 or 109 per cent 
in independent repair shops during the same _ period. 
This is a very significant fact and of the utmost 
importance to manufacturers of service equipment and 
for the reason that it shows that perhaps the 
largest part of the market for service equipment 
in the new independent repair shops which are started 
each year, as the independent repair shops represent by 
tar the majority of the increase in the market for service 
equipment.” 

Mr. Procter asserted that only 40 per cent of all serv- 

stations are equipped to give proper service. As 
there are 63,000 stations, this means that 25,200 of them 
are not equipped properly. The average repair shop 
which is equipped has approximately $5,000 worth of 
equipment. If each of the 25,200 service stations are 
considered as representing potential purchasers of even 
one-fifth of this amount of equipment, they represent a 


is 


jobbers 


lies 


ice 


Market of 


knormous Posstbilitics 
market of $25,000,000 for jobbers and manufacturers of 
service equipment. 

“The location of the market,” Mr. Procter, 
“makes service equipment of more importance to the 
jobber. The distribution of population is one of the 
basic factors in determining the market for the sale 
of automotive merchandise as well as of other products. 
A survey shows that 57.6 per cent of the population of 
the United States is located in towns of 10,000 or less 
and in rural districts. The purchasing power of any 
community bears a very definite relation to the physical 
property, and it is found that 53.8 per cent of all of the 
physical property in the United States is located in the 
small town section. 

“Certainly the registration of automobiles is a factor 
that is of the utmost importance in determining the loca- 
tion of the market for automotive equipment, and it is 
found that 61.6 per cent of the automobile registration is 
in this same district. If the purchasing power for any 
product lies in the given section, then the sales agents 
or retail outlet for that product will be in the same loca- 
tion, and here again we find that 65.5 per cent of the car 
dealers are located in the small town territory. 

“All of the above factors are vital in determining the 
location of the market and it is, therefore, only logical 
to assume that inasmuch as population, physical prop- 
erty, automobile registration, and the automotive retail- 
ers are distributed in this way that 60 per cent of the 
automotive retail market in towns of 10,000 
or less, and for this reason the sale of service equip- 
ment as well as other automotive merchandise is of spe- 
cial importance to the jobber on account of the fact that 


says 


is located 


the jobber’s organization affords the best means of 
reaching this market. 
“The annual sale of automotive merchandise’ has 


reached the enormous sum of six billion dollars. Approx- 
imately one-third is represented by cars and trucks; 
approximately one-third is represented by operating sup- 
plies, which includes tires, gasoline and oil; and the 
other third is represented by service supplies. 

“The jobber naturally makes a profit from the sale 
and very often the jobber and 
his salesmen sell service equipment from the narrow 
view that his only profit from that particular 
piece of equipment. However, this equipment is directly 
responsible for the sale of large volume of other auto- 
motive merchandise and for that it is of more 
importance to the jobber than the profit from the sale 
of service equipment itself. 

“As explained the 


of service equipment 


comes 


reason 


before, sale of service supplies 


depends almost entirely upon the proper equipment. At 
least one-half of the accessories depend upon proper 
equipment for their installation: The annual sales of 


replacement parts amount to one hundred million dollars. 
Approximately one-sixth of the replacement parts pass 
through the jobber. The balance of the large volume of 
replacement parts passes through one of two channels 
either from the car manufacturer to his dealer, or else 
from the replacement parts manufacturers through 
replacement part jobbers, who are springing up all over 
the country to take care of this particular class of busi- 
ness largely neglected heretofore by the jobber.” 
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ALEXANDER LEATHER BELTING 


pulls its load anywhere, 
any place, all the time 


Nothing Takes the Place of Leather for Belting 


ALEXANDER BROTHERS 


414 NORTH THIRD STREET PHILADELPHIA 
BRANCH OFFICES 
New York Chicago Detroit Cleveland New Haven Grand Rapids Charlotte 
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A Hammer * 


Ordinarily it takes special tools in the hands of an experienced shopman to repair 
broken belts. This is eliminated by the use of 


BRISTOL'S 
Patent Steel Belt Lacing 


Anyone can quickly lace a belt with them. The only tool needed is a hammer. There 
are machine shops near you who still lace belts in the oldfashioned way. By selling them 
Bristol's you will be doing them a favor, making customers and making money for your- 
self. Send for a sample assortment and Catalog 71 2-H. 


THE BRISTOL COMPANY ; 


WATERBURY, CONN. 


Branch Offices: 
vy Yor PHILADELPHIA PITTSBURGH DETROIT 


CHICAGO St. Lot San FRAN 
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Two Dark Spots on World Business Situation 


Disparity of Prices of Many -lgricultural Products With Those of 


Other Industries, and the Conditions ut Geriiany 


The foreign commerce department committee of the 
Chamber of Commerce of the United States, acting as 
advisory committee to the Department of Commerce, 
meeting in Washington during the week of October 22, 
had a conference with Secretary Hoover who discussed 
with the committee the various phases of American busi- 
ness in its relation to international trade. He stated 
that there were only two dark spots that loom up at all 
large in an otherwise extremely encouraging situation 
throughout the world. One of these is the American 
agricultural situation, in the disparity of prices of many 
agricultural products with those of other industries, more 
particularly in that the difficulties of the wheat farmers 
in certain portions of the West are very acute. 

The other dark spot is the situation in Germany at 
the present time in its economic effects both on the 
German people and on the rest of the world. This situa- 
tion contributes somewhat to the depression in American 
agriculture, more particularly in relationship to animal 
products. 

Secretary Hoover emphasized the strong industrial 
situation in the United States in the presence of the 
high rate of production, no serious unemployment, the 
absence of speculation and of large stocks of goods—all 
contributing to general stability. He pointed out that 
the commercial situation of the rest of the world except 
in Central Europe, had grown steadily in strength dur- 
ing the past vear; that this increasing strength showed 
itself in increasing proportion of American exports to 
other quarters of Europe. At the present time 80 per 
cent of American exported manufactures go to other 
parts of the world; therefore the manufacturing indus- 
try does not feel the repercussions of Europe to the de- 
gree felt by. the agricultural industry which is dependent 
upon Eur6épe as the market for 75 per cent of its 
products. 

This committee discussed a variety of foreign trade 
issues with Dr. Julius Klein, director of the bureau of 
foreign and domestic commerce, and other officials of 
the Department of Commerce. The committee also con- 
sidered communications on the foreign trade situation 
from various organizations in the export and import 
trade throughout the United States, and also from the 
American chambers of commerce in the principal trade 
centers in various parts of the world. 

Interest in the European situation is widespread, and 
exporters in many lines have indicated a feeling that 
until European buying resumes, export business is bound 
to be spotty, and a steady flow of foreign orders is un- 
certain. Ports interested in the Latin American trade 
have reported improved business, and the government 
figures show plenty of evidence of it. The Japanese re- 
construction work has brought numerous inquiries and 
a good many orders on foreign account. 

This committee finds among commercial organizations 
especial interest in the commercial treaty situation with 
Spain. The announcement was received on Wednesday, 
October 17, that the new Spanish government had _ in- 
formed Ambassador Moore that the present arrangement 
calling for most-favored-nation treatment of the United 
States would be prolonged until May 5, 1924, pending 
completion of definite treaty negotiations. This com- 
mittee of the national chamber expresses appreciation 


elre Disturbing 


on the part of the foreign trade interests for the efforts 
of the Department of State and Department of Com- 
merce in obtaining this temporary relief from what 
might have proved a severe setback to Spanish-American 
business. 

American chambers of commerce in China—there are 
eight of them banded together in an association—have 
reported interest in the protection of American life and 
property in China. American business men are espe- 
cially concerned over the inadequate naval patrol on 
the Yangtsze River, and are looking to Congress to au- 
thorize new naval vessels needed for that work. Ameri- 
can business men in China are likewise keenly interested 
in obtaining improvement of the special legal provisions 
for American companies doing a local business in China. 
To date, because of the limited advantages extended by 
the American China Trade Act, only eight out of hun- 
dreds of American companies in China have registered 
under the act. 

Mexican trade, following resumption of diplomatic re- 
lations, is stirring up high hopes in many foreign trade 
centers in the United States. New Orleans, Dallas, and 
several of the other Texas cities that always do a good 
miscellaneous business with Mexico, are taking steps to 
promote this trade. The Los Angeles Chamber of Com- 
merce has just completed a five thousand mile “‘recogni- 
tion” excursion, visiting fifteen Mexican states. The 
active American Chamber of Commerce in Mexico has 
just announced that it will conduct, this winter, a second 
Mexican-American trade conference, inviting all Ameri- 
can commercial bodies to participate, and having the 
cooperation and support of the Confederation of Cham- 
bers of Commerce of Mexico. The first international 
conference was held in 1920 with marked success. 

The American Chamber of Commerce of the Philip- 
pine Islands is urging repeal of the income tax require- 
ments of the 1918 tax law on Americans in the islands. 
The 1921 law made exemptions for Americans in the 
United States’ possessions, and Americans in business in 
the Philippines want the menace of possible attempts 
to collect back taxes under the 1918 law removed. 

The import trade has reported to the national chamber 
concerning congestion and delay in the customhouses 
and the need of building up the American customhouse 
personnel. The customs service is losing men, largely 
because of inadequate salaries, and this loss, coupled 
with extremely heavy import business during the past 
year, has resulted in conditions in the customhouses that 
challenge situation. Need for enlarged facilities and 
adequate staff in the appraisers’ stores has been reported 
from New York, Chicago and Boston, as very acute. 


> 


Progress of Standardization 

The United States Chamber of Commerce has recently 
made public figures to show what standardization has 
accomplished in the elimination of unnecessary types 
and sizes in various manufacturing lines. Here are 
some of the figures: Pipe fittings have been reduced 
from 17,000 different styles, types and sizes to 610; 
car wheels from 175 types and sizes to 4; malleable 
chain from 2044 to 820; dry cells from 17 to 6; hammers 
and axes from 2752 to 761; shafting, from 60 to 14; 
steel lockers for factory equipment, from 37 to 9. 
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GAUGE GLASSES 


American Made 
for American Trade 


The superiority of Libbey Gauge Glasses is 
reflected in sales of jobbers and mill sup- 
ply dealers. American manufacturers need 
only test Libbey Gauge Glasses to discover 
that they are the finest in the world. More 
and more manufacturers are standardizing 
upon them. More and more engineers are 
learning of their fine qualities. We are in 
the midst of an intensive selling campaign 
direct to manufacturers, railroads and engi- 
neers to tell them about the superiorities of 
Libbey Gauge Glasses. Write for partic- 
ulars on this intensive sales campaign as 
well as any information you desire about the 
product. 


Libbey Glass Manufacturing Co. 
Toledo, Ohio 
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You'll save time by 
calling on a 
Royersford dealer first 


Royersford dealers always 
carry complete stocks — all 
sizes. 


We work closely with them. If 
a sudden demand has depleted 
the stock of a certain size 
hanger, coupling, _ bearing, 
anything at all, we rush an- 
other supply immediately. 


Royersford dealers rely on this 
service. And if a Royersford 
dealer makes a promise of de- 
livery on acertain day you can 
bank on it he'll make it and 
we ll help him. 


So call on a Royersford dealer 
first. MacRae’s Blue Book 
will tell you who he is in your 
city or write us. 


Royersford Foundry & Machine Co. 
43 North 5th Street Philadelphia 


IELLS 220er Bearings 
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the 
entertainment route, when the traveling salesman might 
get his orders by buying a dinner or one or many drinks 
for the prospect. Some of those old fashioned salesmen 
could be traced through their territory by a trail of 
buyers with morning-after headaches. Fortunately for 
the buyers and fortunately for the salesmen that day 
is past, and booze as an aid to selling has gone into the 
discard along with plug hats and the sliding scale of 
prices. 


There was a day when orders were secured by 


Salesmen have become more efficient as it has become 


necessary to make sales through sheer selling ability 
and real merit in the products offered. Also buyers 
have become more efficient, and they know that they 


must buy where they can buy the best goods, instead of 
buying from the man or house that will give them the 
best time and the most liberal terms. 

There still 
buyers who will 


exist exceptions. There are. still 
fall for the old entertainment induce- 
ment, and there are here and there salesmen who con 
tinue to make use of such methods when they can. With 
such rare birds we have little concern. They cannot be 
successful they 
not setting an example that 

And there are things the salesman can do that 
are outside of the actual presentation of the product and 
its merits. Sometimes a buyer can be influenced favor- 
ably by such things. 


some 


men, and 
followed. 


classed among business are 


is to be 


vet 


A salesman may be selling a line of pullevs he knows 


is first class, while realizing at the same time that com- 


peting makes of pullevs are equally good. The advan- 
tages he has to offer over some other line sold in his 
territory may be insignificant. As a matter of fact, 


the other line may be a little better. Obviously enough, 
the salesman who is to interest the buyers and hold their 
business must consider factors than the 
presentation of the merits of his own pulleys. 
This is where ingenuity counts 
tunits 


other mere 
where there is oppor 
for the salesman to use such indirect 
as he is able to bring to his aid. 

Isn't it important that these men who haven't quite 
the best make of extraneous helps they can 
devise? The man with the second best pulley may be 
a better salesman than the man with the best. He may 
be able to present the merits of his pulley better than 
his competitor, and even make it appear that he is offer- 
ing the superior article—and he may not. 


influences 


use any 


How can a salesman interest a buyer in buying from 
him when the other fellow offers just as good a proposi- 
tion? How can he hold the business of a buyer who is 
being offered pulleys that have a little advantage over 
his own? This We apt to 
base all our selling suggestions on the belief that the 
seller really has the best thing of its kind in the market, 


needs consideration. are 





When Competing Products Beat Yours 


uccessful Salesmanshi 


By Frank Farcington 
4 Rights Reserved 


assuming that it is all a matter of being able to show 
the buyer the advantages of this superior product and 
convince him of its merits. There can be only one best 
pulley, one best gauge glass, one best valve. How are 
the fellows with the second and third best going to make 
sales when the buyer is informed regarding the quality 
of better lines? 

influ- 
ences as he can to interest the buyer in himself and in 
bis house. He needs to make the buyer his friend. He 
needs to do whatever honest thing will incline that buyer 
to favor his product for other than straight 
merit, and there is nothing unfair or dishonest in striv- 
ing to get the good will of the buyer so that he will pur- 
from you, When you admit to yourself that he 
might perhaps do better for himself if he bought from 
a competitor. We might as well face the facts in this 


This handicapped salesman needs to use such 


reasons 


chase 


matter and admit that in some lines, if the buyer were 
to consult only the actual merit of the product, one 
make would get all the business. Even though your 


pulley is better in some ways than your competitor's 
pulley, pulley or another must more 
advantages than others and, everything considered, be 
the best buy. 


one agpyregate 


would offset this better 
quality by being a better entertainer than the man sell 
ing the superior product. Today there must be a differ 
If there is entertaining, if there 
are favors extended, such things must be done with suthi 
cient subtlety to prevent it from looking as if an effort 


In the old days, the buyer 


ent angle of attack. 


were being made to buy the buyer's favor, to gain his 
bribe. 

One of the first steps the salesman ought to take, I 
believe, is to try to become a friend of the buyer. If 
the relations the two 
personal footing, there is bound to be a natural inclina 


good will be means of some kind of 


between can be brought onto a 
tion on the buyer’s part to favor his friend. 
that this brings the obvious objection that 
the buyer who buys for friendship’s sake instead of upon 
strict merit of the product is not going to be an efficient 


buyer. In theory that is doubtless true, and yet there is 


It may be 
statement 


that obstinate and outstanding fact confronting us that 
for the one technically and theoretically product 
in its field, there may hundred good 
products that are not quite as good as the best. What 
we are considering is the situation when the man with 


best 


be a score, or a 


a good product is up against the competition of the other 


man with a little better product. The man with the 
second best product must do what he can do, and he 
can’t prove that he has the best. 

The personality of the salesman with the second best 


Since the competitor has 
when it comes down to straight 


product counts a great deal. 
the best of the argument, 
salesmanship talk, it is important to develop personality 
so that the buyer will like you better, will feel more 
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Over thirty years of service have 
established the reputation of the 
Cyclone Lubricator in all parts of 
the world. 


The Cyclone 
models suit 
and is carried i 
leading jobbers. 


made in various 
every requirement 
in stock by all the 


1S 


to 


Write for Cyclone Circular 


Detroit, Mich. 


Tried and Proven 


Michigan Lubricator Co. 










































Your Share of the Radio Trade 


Are you getting your share of the radio trade? 
lots of business in radio, some of which should naturally 


come to you. 


nurls and binding posts. 


present line. 
And _ what's 


accurately milled parts noted for fine finish and ac- 
They are sold right 


for you in quantity lots. 


curate fit. 


e 


Set 


Cap Screws—l 


Nuts— 


There's 


take milled brass nuts, 
They fit right in with your 


For instance, 


more, 


NAMCO can furnish you with 





a handsome profit 


Buy—Specify NAMCO 
IN STOCK 


}. S. S. and 4 A. E.—DMilled or Upset 
S. S.—Milled or Upset 
Plain and Castellated—S. A. E. 


Binding Posts Milled Battery Nurls 
Milled Studs Milled Brass Nuts 


Sc rews— L J 
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friendly toward you personally. This causes him to give 
you a little better chance to tell your story, to present 
your proposition. You get more time to explain what 
you can offer in the way of advantages. 

Cultivate those qualities that will make you personally 
likeable. Make the office boy and everyone around the 
place feel friendly toward you in order that your 
approach will be made easier; in order that the way 
may be paved for your entrance under favorable condi- 
tions. You will not be accused of buying the favor of 
the buyer because you see fit to do little things for the 
man or boy or girl in the outer office. A box of candy 
out there occasionally may be the means of your getting 
little tips on the buyer’s mood, on the calls of other 
salesmen, on even the needs of the concern. You are 
looking for the little helps that will enable you to 
approach the buyer better informed about him and his 
needs than he realizes. This gives you an advantage that 
may be very helpful. 

You may be able to drop in on a buyer between reg- 
ular trips because you happen to be where you could 
take an over night trip into his city and pay him a call, 























thus getting in an extra visit just to show him that you 
are interested in his business and ready to take pains 


to get it. And you might in this way catch him just 
when in need. A salesman couldn’t do much of this 
extra work, but there are times when it would pay. And 
when it is impossible to make such a call, it is not 
impossible to write a letter. 

A short personal letter now and then, half way 


between trips, may be made helpful in keeping the buyer 
reminded of you and of your proposition. If you can 
keep a buyer thinking of the advantages of your proposi- 
tion, of your line, while he forgets the advantages of 
another line, even of a better line, you increase your 
chance of getting his business. We buy most easily from 
the houses most in our mind. We even come to think 
them the best houses to patronize. Told about a product 
of superior excellence once in six months, we may easily 
come to give it less thought, or to think less well of it, 
than that good product whose merits are presented to 
us effectively every month. 

As you grow into a relationship of some personal 
friendship with a buyer, you are in a position to do him 
favors that do not have the look of attempts to buy his 
business, but more the look of an effort to reciprocate 
for favors he can extend. If you see an opportunity for 
this buyer, a place where he has a chance to expand his 
business, a place where he could introduce his product, a 
place where he could buy to good advantage something 
he uses and you do not sell, to give him the information 
that will help him make use of this opportunity, is not 
bribing him. He will not consider it. He will 
acknowledge the courtesy, and he will be inclined to 
reciprocate if he can in fairness do He will not 
refuse your help in that form. You cannot do such 
things for a buyer, things that react to the advantage 
of him and his concern, without arousing his interest 
in you. He will at least give you every opportunity to 
show him that vou are entitled to his business. 

You may know the buyer well enough to know some 
thing about some of his fads and personal interests. He 
may be a collector of something. His fad may be golf 
or amateur photography. Consider how you may capital- 


so 


SO. 





to send him a sample, just because you know of his 
interest in anything of the sort, would be different. If 
he is fond of beautiful pictures and occasionally buys 
one, you may learn of a display somewhere that he would 
enjoy seeing. Tip him off to that fact. If he is addicted 
to fancy pipes, and you see something unique that he 
might like to add to his collection, if it is not expensive, 
yet it for him. These suggestions convey, I think, the 
idea, as it is intended they should, that it is good policy 
to extend little favors, or to make gifts that have no 
great financial value. Just as soon as you try to pre- 
sent a buyer with something that he knows involves 
considerable value, you embarrass him and cause him 
to refuse your advances. 
to buy his business. 

If your product is not quite the best in the market, 
you must offer the buyer the best you have in service 
and is terms, and offset any lack of merit in any possible 
way. Get him interested in your line and in your house 
and in yourself and help him to forget it if he knows 
some competitor offers just a little better line than yours. 
Plenty of buyers are buying products that are 
actually the very best obtainable. That must be 
because the one house making the best could not supply 
the world if it had the chance. If your product is good, 
offer it in the best way and get the business. 


He sees that you are trying 


not 


so 


FORD IN MILL SUPPLY FIELD 


futomobile Manufacturer Has Bought Business of C. FE. 
Johansson, But Has Not Yet Stated Policy 


Famous 


Henry Ford has entered the mill supply field. At 
least, it appears as though he had because of the fact 
that the Ford Motor Co. has purchased C, E. Johansson, 
Inc., manufacturer of gages and other precision instru- 
ments. The latter company’s plant is located at Pough- 
keepsie, N. Y., and its products have been long sold by 
many leading mill supply houses in the United States. 

The Johansson company, while verifying the report 
of the sale to the Ford Motor Co., referred MILL SUPPLIES 
to the latter company for any statement relative to the 
probable future policy of the new owner in the sale of 
Johansson products. Up to press time the statement had 
not been received from Detroit. 

—<+or 
New Los Angeles Supply House 

Neilan Valve & Supply Co. 
ply house which 
operation at 637 
The company has 


is the name of a mill sup- 
was organized last May and is now in 
South San Pedro street, Los Angeles. 
a capital stock of $50,000. The average 
value of supplies carried in stock is $30,000. The lines 
carried in stock include valves, pipe and fittings, tools, 
belting, transmission, engineering specialties and hard- 
ware. The company’s present territory includes southern 
California and Arizona. Three salesmen are employed. 
The officers of the company are: president, Thomas J. 
Neilan; vice-president, James A. Symon; secretary, B. 
Towlen; business manager and buyer, Thomas J. Neilan. 
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{merican Tools Abroad 


The demand for American made tools is well recog- 


nized in the Birmingham area in England, according to 
reports from the American consul. For that reason, they 





ize his interest in such matters. If you run across do not encounter as severe competition as formerly. In 
something new in a golf ball that might interest him, fact, some manufacturers in the Birmingham district 
send him one. Don’t buy a dozen and send them. import American tools to sell at wholesale with their 
That would be making him too much of a present. But own products. 
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A Large Chicago 
Packing House Says— 


‘From our experience with belts and 
belt lacing we consider the Detroit 
method the best obtainable.’ 
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The Efficiency of 


DETROIT BELT LACING 


is being professionally investigated by Gould & Co. The 
above quotation is from a Gould report which contains 
many other interesting details. It will be sent you free at 
your request. We also have several other reports which 
will be of interest to you. Belt users find these reports ex- 
tremely valuable because they offer a solution to difficult 
belting problems. Write today. 


Rereort or 








A SPECIAL INVESTIGATION 


\ insta 
4 HP Gouco Company 
Cricaco 


Detroit Belt Lacer Company 
Detroit, Michigan, U. S. A. 


\ Branch offices in large cities Licensees in foreign countries 
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Pressed Steel Ladles 
and Kettles 


Unsurpassed in strength, dura- 
bility,and quality ofworkmanship. 





Write for Bulletin No. 21 


Showing our complete line with prices. Large 
stock of all styles and sizes enables us to 
meet your requirements without any delay. 







MULLINS BODY CORPORATION 


Succeasora to W. J. Clark Co. 


102 Mill Street Salem, Ohio 
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Amateur Contest That Proved Good Advertising 


Interesting Publicity Stunt Put clcross by Chandler ¢5 


learquhar 


Company Jay Profitably be Adopted by Other Mill Supply llouses 


From Boston come reports of another interesting 
publicity stunt which has been staged during the past 
month by a well known mill supply house, Chandler & 
Farquhar Company. This time the stunt took the form 
of an “Amateur Contest,” and the success of the same 
is attested to both by the statement of F. Alexander 
Chandler, president of the company, and by the large and 
unusual collection of models of amateur craftsmanship 
that was received during the period of the contest. 
Chandler & Farquhar Company is one of several mil! 
supply houses which saw in radio an opportunity for ad- 
ditional and it was partly around the radio 
department that the recent amateur contest was centered. 


business, 


However, the scope of the contest was broadened so that 


other departments, bearing more directly on the mill 
supply business, were affected, and in addition to ama- 
teur-made radio sets, artistic handiwork in metal and 


wood was given a prominent part. 

Seventy merchandise prizes were offered, ten for each 
groups. The first group 
radio and audio frequency amplification, « 


of seven was for sets with 


r any combina- 
tion of both; group two was for two, three and four cir 
cuit sets, with audio amplification; group three included 
single circuit more tubes; 
was for crystal sets of all hook-ups; 
something 
something 


four 
group five was for 
wood: 


sets, with one or group 
useful in 


useful in metal; 


artistic or 
artistic or 


group siX Was 


yroup seven Wa 


for models in wood or metal. 

An idea of the type of prizes offered is found in. the 
ollowing list of prizes for group five entries: a rule and 
evel cabinet with tools; one ', h. p. twin Relectric 
motor; a mitre box; a quick acting seven-inch vise; a 


by] | 
DIOCK 


plane and a smoothing plane; a grinder; a set of 


bits; a 24-inch rip and cross cut saw; a set of assorted 
screw drivers; and a combination oil stone, mounted 
For the four radio groups an additional special prize 
was offered for each group. 
The list of contest judges included a consulting elec 
trical engineer, the Chairman of the school committee of 
city adjacent to Boston, the head of the machine 


departmen 
tendent of 


of a prominent technical school, the superin 
the United States veterans’ bureau vocational 


the 


Massachusetts 


hool, a from mechanical engineering 
Institute of Tech 


Boston high school, and the 


professor 


department of the 


nology, an instructor in a 


cretary of the American Radio Relay League. 

The contest started Monday, September 17.) The fol 
owing rules and regulations were announced: ‘Al| 
vork submitted must have been built or assembled by 
the contestant and must be in our store before 12 noon, 
Wednesday, October 17. Contest open to all, excep‘ 
those engaged in the manufacture or sale of material of 
the class submitted. All work to be accompanied by a 
written statement that it was built or assembled by the 
entrant. Any number of entries may be made by the 

me entrant. Prize winners must agree to leave their 

nning work and prizes in our store at least six days 
after Monday, October 29th, the day the awards will 
he announced.” 

Mr. Chandler made the following statement to MILL 
SUPPLIES about the contest: ‘We are very much pleased 
at the reaction which we have had in every way since 


this contest was announced. We are glad to have others 
in the mill supply field benefit and = profit) in 
our experience may be of assistance to them.” 


so far as 

The practical value of such an amateur contest to a 
mill supply house is probably, at 
dubious in the minds of many. 


first thought, rather 
To those who, like Mr. 
Chandler, have made a serious study of the advertising 
phases of the business, it is a real dollar and cents value 
which will the future the 
store, because the amateurs of today may be the buyers, 
superintendents or 


be reflected in business of 
manufacturers of tomorrow. 
Another direction in which such contests are effective 
is in the interest which they create among the instruc 
makes them become 


acquainted with the house which is holding the 


tors of vocational schools. It 


contest, 
and in many instances they take the opportunity to visit 


the store to view work entered by their pupils. The 
vocational and manual training departments are now 
fixtures in most of our city high schools, and it) must 


not be forgotten that these departments constitute 
mportant markets for the sale of machinery, tools and 
general mill supplies. The heads of 


depended upon by 


such departments 


ure boards and school 
superintendents as advisers in the placing of contracts, 
and the mill supply which the friend- 
hip of these instructors and department heads is bound 
to have a better entree than a competitor who has not 
entrenched. 


Another example of 


largely schoo 


house cultivates 


become so strongly 


opportunist advertising is) seen 
announcement of 
printed on the 
Chandler & Farquhar Company 
of the contest. 
inge 


turally be read 


in the store demonstrations which was 

distributed by the 

previous to the opening 

At the bottom of the third page, follow 
the list « 

from beyinning to 

the 


Demonstrations 2” 


four-page circulars 


immediately after which would 


{ prizes, 
end by interested 


uppear following notice under the caption, 
“Our Store 

“Our store demonstrations of new tools and supplies, 
and made either by of own 


taff especially trained, or by demonstra 


changed weekly, some our 
special factory 
tors, are well worth-while attending.” 

In addition to the special contest the 
the usings 4 


with the following explanation and invita 


bulletins, com 


pany advertised event in its house organ, 
display space 
ion to prospective contestants : 

“We have 
work Gone by 
that we have felt 


contest 


yood amateur 


much 


school boy S. 


en so urprisingly 


banker iy housewives 
that it 


inviting as 


und other would be interesting 
this 


amples ot 


to open a many as will, from 
ubmit 
a friendly contest and 
this field 
a disinterested board. of judge 


this 


large category of amateurs, to some 


their work in allow us to present 


prizes to those amongst for friendly competi 


tors whom mav feel are 
entitled to recognition of 
“We 


cipate 


ort 


invite every one who is a real amateur to pat 


in this contest, details of which appear in other 
during contest, 
il] take this oppor 


submitted and the prizes 


columns and shall be pleased, the and 
j losed, if 
the 
selected as in 


little 


after the contest is ¢ many Ww 


tunity to look over work 


we have 
and worthwhile as 


good work done.” 


which being useful 


the 


our opinion 


tokens in appreciation of 
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Look to your Hoists— 


Their adaptability to your work and ease of 
operation affect your labor costs materially. 


When selecting hoists for your mill or factory, 
consider the Wright High Speed Hoist or the 
Wright Screw Hoist. 


Each is a leader in its class. 
The Wright High Speed Hoist permits rapid 
hoisting with a minimum of effort and absolute 


safety. 


The Wright Screw Hoist gives the slow, steady 
pull required for many types of work. 








When you order hoists—always make it Wright. 


Our catalog shows a complete line. 


Shall we SEND it to you? 










**Engineers’ Favorite’’ 
Flue Cleaner 
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operate 
“Hart’ without manip- 
ulation after 
once. started 
even though 
steam pressure ‘ 
rise or fall. 

















These injectors 
operate on 22 
to 200 lbs. or 
more 













‘*Felthousen”’ 
Hand Oil Pump 





steam 












pressure, 
They lift water 24 ft. and 
handle hot water. 






*“Buffalo’’ 
Glass Body 
Cylinder 
Oil Pump 






One set of jets lift—the other set force 
water. 







Some customers have bought these injectors 
from us for 32 years. 
Send for Catalog No. 18-5. 


Sherwood Manufacturing Company 
Brass Founders and Finishers 
Sole Manufacturers of Sherwood Engineering Specialties 


1713 Elmwood Ave., Buffalo, N. Y. 






“Sherwood” Screw 
Feed Grease Cup 


Their high efh- 


if ciency and long 
a ups ion | lift capacity help 
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| Wholesale Price Index Showed an Upward Trend 


Official Survey of Current Business Indicates Little Slowing Up of 
Industry, Only Very Slight Drop in Employment Being Reported 


The Department of Commerce announces the following 
figures representing basic industrial and commercial 
movements in September: 

The wholesale price index number compiled by Dun’'s 
was 158 in September, based on 1913 prices as 100, as 
against 155 in August while Bradstreet’s price index 
number was 142 as against 140 in August. The Depart- 
ment of Labor index rose from 150 to 154 based on 19138 
as 100. 

Employment in 1428 factories totaled 2,030,000 work- 
ers in September as against 2,032,000 in August and 
1,767,000 a year ago. 

Index numbers of industrial production, taking the 
average 1913 production as 100, show declines from Aug- 
ust, as follows: pig iron from 1384 to 122, steel ingots 
from 146 to 131, bituminous coal from 1238 to 116, and 
cotton consumption from 102 to 100. Based on the 1913 
average as 100, unfilled orders of the U. S. Steel Corpora- 
tion declined from 92 in August to 85 in September, and 
liabilities of business failures from 151 to 125, while 
sales of mail-order houses increased from 198 to 231. 

Wool receipts at Boston totaled 13,907,000 pounds as 
against 21,125,000 in August and 21,304,000 pounds a 
year ago. Prices of wool and woolens were generally 
unchanged. Cotton consumption at 483,852 bales com- 
pares with 491,604 bales in August and 494,013 bales in 
September, 1922. Cotton stocks at mills totaled 773,173 
bales at the end of September as against 1,065,816 bales 

ago, while warehouse stocks of 2,147,830 bales 
compare with 3,217,939 bales a year ago. Prices of cot- 
ton and cotton goods generally rose as compared with 
August. 

Silk consumption totaled 26,929 bales in September as 
against 33,547 in August and 34,212 in September, 1922. 
Stocks of raw silk at the end of September amounted to 
27,367 bales, compared with 25,459 bales a month pre- 
The price of raw 
Japanese silk averaged $9.80 per pound as against $7.35 
in August. 

The eastbound movement of iron ore through the Sault 
Ste. Marie canals was 9,468,000 tons in September as 
contrasted with 10,485,000 tons in August and 6,658,000 
tons a year ago. Pig-iron production was 3,126,000 tons 
as compared with 3,435,000 in August and 2,034,000 ton 
a year ago, while the output of steel ingots at 3,313,000 
tons compares with 3,678,000 tons in August and 2,818,- 
000 tons in September, 1922. Unfilled the 
U. S. Steel Corporation at the end of September were 
5,036,000 tons, comparing with 5,415,000 tons a month 
previous and 6,692,000 tons a year ago. Prices of iron 
and steel tended to decline. 

Zine production at 78,210,000 pounds compares with 
83,250,000 pounds in August and 66,268,000 in Septem- 
ber, 1923, while stocks of 45,786,000 pounds were held at 
the end of September as against 52,942,000 pounds a 
month previous and 37,612,000 pounds a year ago. 

Bituminous-coal production was 46,175,000 tons in 
September as against 48,864,000 tons in August and 
10,964,000 a year ago. Anthracite production totaled 
2,910,000 tons as against 8,868,000 tons in August, due 
to the strike. Both beehive and by-product coke declined 
in output as compared with August. The wholesale price 


a year 


vious and 386,795 bales a year ago. 


orders of 


of chestnut anthracite averaged $11.13 per ton as against 
$10.63 in August, while coke and bituminous were about 
the same as in August. 

The index numbers of construction costs and material 
costs in the building industry made uniform declines in 
September. Douglas-fir lumber © production 
542,110,000 board feet, as against 537,185,000 
August and 477,222,000 feet a year ago. 


was 
feet in 
Lumber prices 
declined. Oak-flooring production was 28,546,000 feet as 
against 32,429,000 a month previous and 23,903,000 a 
year ago, while unfilled orders of 32,873,000 feet were 
on hand as against 27,355,000 feet at the end of August 
and 35,957,000 feet a year ago. Cement production of 
13,109,000 barrels compares with 11,424,000 barrels a 
year ago, and stocks of 5,492,000 barrels compare with 
4,724,000 barrels held last year. 

Turpentine receipts at southern ports amounted to 
35,693 barrels as against 43,687 barrels in August and 
29,797 a year ago, while rosin receipts of 114,308 barrels 
compare with 138,320 barrels in August and 100,522 a 
year ago. Flaxseed receipts, shipments and stocks at 
Minneapolis and Duluth all exceeded the previous month 
and the September, 1922, figures. 

The visible supply of wheat at the end of September 
totaled 100,651,000 bushels, as against 78,958,000 a year 
ago, corn amounted to 2,516,000 as against 13,952,000 a 
year ago and oats to 16,514,000 as against 35,968,000 a 
year ago. Prices of all grains increased over August 
and wheat flour also advanced. 

Surplus of idle freight cars at the end of September 
averaged 41,745 cars as against 66,559 a month previous 
and 5,848 a year ago, while car shortage was 15,331 
cars as against 9,441 in August and 130,325 a vear ago. 
Car loadings averaged 1,037,018 cars per week in Sep- 
tember as against 1,039,570 in August 934,816 a 
vear apo. 


and 


Sales of leading mail order houses totaled $26,052,000 
in September as against $22,334,000 in August and 
$21,464,000 in September, 1922. Sales of leading ten- 


cent stores were $25,198,000 as compared with 
$25,551,000 in August and $22,620,000 a vear ago. 
Debits to individual accounts and bank clearings 


increased over August for New York city, but outside 
New York were about the same. The reserve ratio of 
the Federal Reserve banks was 76.4 as against 77.5 at 
the end of August and 78.4 a vear ago. 

Life-insurance sales totaled $544,829,000 in September 
as compared with $590,408,000 in August 
$452,831,000 in September, 1922. 

Business failures amounted to 1,225 in September as 
against 1,319 in August and 1,566 a year ago.  Liabil- 
ities defaulted totaled $28,488,000 as against $34,335,000 
in August and $36,908,000 in September, 1922. 


and 


eee 
Bookings of Steel Castings 

The Department of Commerce announces September 
bookings of steel castings, based on reports from prin- 
cipal manufacturers. The bookings in September by 
companies representing over two-thirds of the commer- 
cial-castings capacity of the United States amounted to 
17,574 tons, as against 50,515 tons in August. 
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“PEERLESS” Flue Scraper 





The Scraper That Scrapes 


“PEERLESS” scraper blades are made of mal 
leable castings. 

The cutting edge 1s shearing and self sharpen 
Ing 

No bolts, rivets or screws to loosen and be lost 

Has a coil spring Better made and finished 
than any other 

Guaranteed to last longer and to give perfect 
satisfaction or money will be refunded. 

Forms a perfect disc and allows nothing to re 
main back of it in the tube, as it sc rapes 
going and coming 

“PEERLESS” blades are so constructed that they 
agitate under the soot scale, 
every particle right to the tube. 

The largest boiler manufacturers estimate that 
the “PEERLESS” Scraper, properly used, 
saves over 20 per cent in fuel. 


removing 


Write us for prices and selling plans 


Manufactured by 


PEERLESS MANUFACTURING CC. 
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FLEXIBLE SHAFTS 
A 


ND 


EQUIPMENTS 


STRAND flexible 
shafts and equipments 
have been on the mar- 
ket for many years and 





/ are used in a great 

A variety of industries. 
| They are made in sev- 

i eral types and sizes and 
| 


for many purposes. 


WE ORIGINATE, 
DESIGN 
AND BUILD 


We wind our own flex- 
; ib'e shaft cores in our 
x own factory. 





— 
ype MPS Goh 
“4 HOP. 
' 
bs Yarnufaetured by 


N. A. STRAND & CO. 


5001-5009 No. Lincoln St. CHICAGO 


Send for Catalog 
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Write for booklet Answering 
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plete story of the Famous Lin 





The Sidney Machine Tool Co. 


Dept. 611, Sidney, Ohio 


an't Be Done! 























ALLIGATOR 


TRADE MARK REG. U.S. PAT. OFFICE 





Are You Getting This Profit? 









The ck lat carries demanded sg zes of Alli- 
at Steel Be tisses no orders Ons 
toc a thirty times last year 
yer in We 
1 1 Alligator Steel Be 
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Specialize on Alligator Steel Belt Lacing. 


FLEXIBLE STEEL LACING CO. 
4633 Lexington St., Chicago, IIL. 
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Super-Power Project Brought One Step Nearer 


Secretary Hloover Explains the Plan at Conference of Officials of 
Ileven States and Received Promises of Co-operation From Then 





What is believed to be the first tangible step towards 
f the carrying out of a program for securing: the coopera- 
tion of various states in enacting necessary legislation 
bearing on a great super-power project in this country 
was taken in New York on Saturday, October 13, when 
the chairmen of the public service commissions of eleven 
states met in conference with Secretary of Commerce 
Herbert Hoover. As a result of the conference, the state 
officials expressed approval of the general plan and prom- 
ised their cooperation. Another conference will be held 
within a month or six weeks for formulating more defi- 
nite plans for bringing about the cooperation of the 
public utility companies and removing the obstacles 
caused by the state boundary lines, which may have to 
be removed by treaties or compacts between the states. 
It was also suggested that representatives of manufac- 
turers’ associations, chambers of commerce and other 
civic organizations should be invited to the next confer- 
ence. 


Secretary Hoover told the conference that an annual 
saving of more than $500,000,000 and 50,000,000° tons 
of coal could be secured for users of electricity in the 
New England and Middle Atlantic states by an invest- 
ment of $1,250,000,000 in a comprehensive “super-power” 
system. 

William E. Murray, chairman of the federal super- 
power commission of 1918, stated that the plan proposed 





Bio | 


we 


by that commission contemplated the electrification of 


19,000 of the 36,000 miles of railroad in the territory 
under discussion, and that it was estimated that this 
would effect a saving of $84,000,000 a year to the rail- 
rouds, or a return of 14 per cent on the money invested 
for electrification. In addition, Mr. Murray estimated 
that the public utility companies selling electric current 
would save $234,000,000 a vear, and that the saving of 
96,000 manufacturers in the district in) power costs 
would be $190,000,000, The district surveved ran from 
Maine to Washington, and covered approximately 150 
miles back from the Atlantic coast. 

Secretary Hoover, after outlining the purpose of th 
conference, stated that engineering science had brought 
the people of the United States to a new era in the 
development of electric power, and that this era promise 
great reductions in power cost and wide expansion of 


it 


“This super-development,” he said, “has been drama 
tized by those less familiar with the problem, as the 
construction of great power highways traversing several 
states Into which we should pour great streams at high 
voltages from great giant water power or central steam 


test 


stations to be distributed to the public utilities and other 


arge users along the lines of these great power stream 
This, indeed, serves perhaps to picture what is meant by 
super-power development. 


“As a matter of practical fact, however, the natural 


development of this situation lies, first, in the intercon 
nection of power supplies between the existing great 


utility systems and, second, in common action for the 
erection of large units of production at advantageous 
points for the mutual supply of two or more of the 
present systems and in the development of such great 
Water powers as the St. Lawrence. 


“Three vears ago, at the instigation of our engineer- 
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ing societies, the federal government undertook an ex- 
haustive study into the possibilities of more compre- 
hensive and coordinated development in the northeastern 
states. This survey, under Mr. Murray's able direction, 
in which I also participated in an advisory capacity, 
demonstrated that the savings in these eleven states of 
a coordinated and fully developed electrical power system 
by the time it could be erected could amount to a con- 
servation of about 50,000,000 tons of coal per annum; 
that an annual saving could be made of over $500,000,000 
per annum at an additional capital outlay of about 
$1,250,000,000, In this area we are today producing 
something like 9,000,000 horsepower by direct steam and 
individual plant generation, a substantial part of which 
could be transterred to central generation with great 
economy. 

“With the crowding of our population in large areas 
we are faced with most difficult questions in the devel- 
opment of terminal facilities and the handling of traffic 
on our railways. There has been some electrification of 
transportation. The engineers who have made system- 
atic Super-power surveys are convinced that over 40 per 
cent of the mileage of the railways in this territory 
could be electrified at substantial economies in operation 
and with enlarged service if we should) secure” this 
vreater and more economical power development. 

“The indirect results, both human and material, are 
even more important than these figures | have given 
would imply. They do not take account of vast losses 
to industry and commerce by the actual interruption 
and threatened interruption of fuel supplies to our sev 
‘ral hundred thousand independent power units; no ac 
count of the relief to shippers from our already over 
burdened transportation and terminal facilities; no a 
count of the increased production of our factories from 
cheaper power; no account of the larger extension of 
power into farm and home; in the reduction of physical 
labor and increase of comfort. 

“To secure the rapid adoption of these demonstratedly 
possible results is of profound public importance. Evers 
time we cheapen power and centralize its production, we 
create new uses and we add security to production; we 
also increase the production; we eliminate waste; we 
decrease the burden of physical effort upon men. In 
sum, we increase the standards of living and comfort 
of all our people.” 


Mr. Hoover said that the super-power development 
plan with transmission from one to another state was 
not a new idea. “Power intercommunications on the 


Pacific Coast reach from the southern border of Cali 
fornia to Oregon,” he seid. “The States of Tllinois, 
Indiana, Wisconsin and Michigan are associated in a 
network of interconnections, as are Georgia, Alabama, 
North and South Carolina and Tennessee. This being 
the case, why does not the greatest power zone of our 
country, where the vreatest saving can be made make 
progress ? 

“In the matter of public relations to power develop- 
ment and distribution, it appears to me that one of the 
first principles we must realize is that the whole of this 
development implies the free flow of power. We have 
thus at once created at least a physical and economic 
interstate question. This great development of so much 
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WATSON-STILLMAN 
HYDRAULIC FITTINGS 


MADE FROM SOLID FORGED STEEL 
FOR HIGH PRESSURES 


Too much care cannot be taken in the selection of 
hydraulic fittings. You do not want to take down a line 
of piping to replace defective fittings when this necessi- 
tates a full or partial shutdown of your plant. Watson- 
Stillman fittings are tested far beyond their rated strength 
and insure you against this loss and annoyance. We 
build everything necessary to the installation of hydraulic 
systems from pipe to press. Our experience of nearly 
70 years is at your disposal. 





Write for catalogs. 





THE WATSON-STILLMAN CO. 


198 Fulton St., New York 





ONS ; Isr 
Philadelphia: Widener Bldg. CHICAGO, McCormick Bldg. LS 
A 5 











FORD TRIBLOC CHAIN HOISTS 
\ 


othe, _ A Complete Line Ai 
, Capacities - |; to 20 tons a 
These well known and finely built Ford 
Triblocs will enable you to promptly and 


satisfactorily meet your customers chain 
hoist requirements. 





They're business builders through and 
through. Quality made from top to bot- 
tom hooks—well advertised year in and 
year out—thousands in use in this and 
other countries. 
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Write for Catalog No. 5-B and discounts. 


FORD CHAIN BLOCK CO. 


2x0 & DIAMOND STREETS PHILADELPHIA. PA 


OVER SEAS REPRESENTATIVE 


S) CHAMBERS ST NEW YORK USA 


PARIS BRUSSELS TURIN BARCELONA RIO of JANEIRO P 
0 2 Ton Tribloc 3 to 4 Ton Tribloc § to 10 Ton Tribloc 
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public interest cannot come about unless there is a 
com~lete liquidity in movement of power back and forth 
across the boundaries throughout the whole of the 
United States. We cannot secure centralized generation, 
great water power development or interconnection of 
load unless there is this free flow. Without this we shall 
have permanently a larger cost of power and less expan- 
sion in its service. There are time-honored disputes 
over states’ rights with regard to water, and somewhat 
similar questions are being raised as to power. Subject 
always to the sovereignty of states in taxation, etc., 
unless all citizens, irrespective of state, may have the 
same rights as to use of power we will destroy the hopes 
of a very great economic development. 

“The ecenomical distribution of power rests, to a large 
degree, upon local territorial monopoly. Competitive 
overlap of power distribution systems would represent 


tremendous capital and distribution waste. When we 
accept the principle of monopoly we at once must accept 
the principle of public regulation. This is a fundamental 
conception upon which there is no need for its dispute 
or argument. 
legislation. 


It is amply accepted by universal state 
Our states have wisely created public service 
commissions with state-wide regulatory power in order 
that rates, profits and distribution might be controlled. 

“IT am not here to advocate federal super-regulation of 
interstate movement of power. I believe that power 
development and distribution would find its greatest solu- 
tion in coordinated state regulation, perhaps with assist- 
ance and cooperation of the federal government, rather 
than in any superstructure of authority such as has been 
found necessary in transportation unless, of 
necessities of the case cannot be attained otherwise. 


course, 
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Export Ratio Is Important 


This ls the Optnion of Department of Commerce Industrial lixpert 


Why sk “ald manufacturers of air have 
better export business than manufacturers of concrete 
mixers? At first thought one might expect the advan- 
tage to lie with the concrete mixer manufacturer because 
of the nature of the work and the surroundings under 
which his product is commonly employed. 


compressors 


Why should the percentage of export orders secured by) 
a manufacturer of excavating machinery be twice as 
great as that of a manufacturer of machine 
American excavating machinery usually represents a 
very high ~tate of engineering development. These units 
are frequt uatly very costly and one might expect that the 
labor conditions in most foreign countries would make 
it unnece-sary to employ machinery of this character, 
while n 
of m 
mo: 


tools? 


‘ine tools are necessary for a great number 
.acturing operations and would seem to be in 
general demand. 

These 2re 
chief of +’ 
ment 


questions propounded by W. H. Ralstall, 

industrial machinery division for the Depart- 
‘commerce. A great many similar questions 
nat irise in considering the total volume of pro- 
ducuon aud the percentage exported applying to certain 
classes of American industrial machinery, and it is inter- 
esting to speculate whether the situation is the result 
of funda’ ental conditions, or merely expresses the com- 
parative business ability and sales effort manifested by 
the management of these different producers of machin- 
ory. 

Conditions have now reached a point where American 
machinery manufacturers should give very careful atten- 
tion to their export business. Unusual opportunities are 
to be found in these foreign fields because Germany 
appears to be almost eliminated as a competitor. Before 
the war Germany furnished perhaps 45 per cent of the 
machinery that went into international trade and since 
the armistice there have been times when the depreciated 
condition of the mark gave German manufacturers a 
peculiar advantage in this trade. That situation has 
now passed, and in great measure German prices already 
exceed world market levels. Experience shows that 
deliveries from German manufacturers are slow and fre- 
quently uncertain, and in a great many ways it is diffi- 
cult for foreign buyers to buy in Germany on a basis 
that is at all satisfactory. Business that formerly went 


to Germany will more and more fall into the hands of 
others. 

Although there are a number of countries in the world 
that produce machinery for export, the countries of most 
outstanding importance at present are Great Britain and 
the United States, and the indications are that the large 
volume of machinery business formerly secured by Ger- 
man manufacturers will now be awarded to 
Britain or American producers. 

American engineering and American machinery are 
distinguished in the world’s markets for their superior- 
ity. 


either 


Americans are noted for their engineering achieve- 
ments, but because of this superiority American machin- 
ery is usually higher in price than similar equipment 
secured from foreign sources and must be marketed on 
a quality rather than a price basis. In other words this 
trade that formerly went to Germany will now pass to 
British manufacturers unless American products are 
supported by constructive sales effort of such character 
as to demonstrate that American equipment is worth the 
price more. Manufacturers should) now 
organize their sales effort along such lines as will accom- 
plish this result. 


asked—and 


Iexport business is becoming more and more essential 
to the prosperity of the individual manufacturer. It is 
vital for manufacturers of dredging and excavating 
machinery. The difference between a satisfactory or an 
unsatisfactory export ratio can easily represent the dif- 
ference between profit and loss on the year’s balance 
sheet. Manufacturers have a very definite opportunity 
to improve their export ratio and it remains for them to 
make the sales effort necessary to secure these results. 
The present international situation provides an unusual 
opportunity, Department of 
experts. 


according to Commerce 


+2> 
Suspended Freight Rates 
which 
steel 


Rates were to have taken effect October 7 on 
iron and products between Pittsburgh, Youngs- 
town and other points in Western Pennsylvania, West 
Virginia and eastern Ohio, in the so-called short haul 
territory, have been suspended by the Interstate Com- 
merce Commission until February 4, 1924, pending an 
investigation as to their reasonableness. 
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Announcing a 


E have recently perfected a new method 


New Package 
of packing Cut Lace Leather, 


which every dealer who handles this 


article will appreciate. 


our 





When so ordered it is now put up in strong 
cardboard boxes, each box containing 100 feet 
of lace. Each string is folded and enclosed in 
an oil proof envelope, and then neatly packed 
in the box, which is attractively labeled with 
necessary information. There is no change in 
quality. The same fine quality as always 
found in our 


Cocheco Rawhide 


and 


Oriole Indian Tanned 


will be available hereafter in the new package. 
The new form of container keeps the lace clean 
and fresh at all times, and permits of orderly 
storage and attractive display. 


Both Cocheco Rawhide and Oriole Indian 
Tanned are leaders in their reputation for high 
quality and reliability and in volume of sales. 
We will be pleased to hear from any dealers 


not now handling these lines. 





I.B. Williams & Sons, 
Dover, N. H. 


CHICAGO, ILL. 
14-16 No. Franklin St. 


NEW YORK, N. Y. 
71-73 Murray St. 
BOSTON, MASS. 
157 Summer St. 




















A big oil company 
bought $46,000 
worth of Armstrongs 


INCE 1919, a big oil company has 
»J purchased for installation in two re- 
fineries Armstrong Traps sold for $46,- 
729.55, as shown by the listing below: 


1919 $ 1,417.89 
1920 17,640.03 
1921 7,513.10 
1922 13,902.95 
1923 6,255.58 


The reason why this concern has so often 
come back for more? It’s because the 
Armstrong eliminates past troubles— 
does away with air binding, wire draw- 
ing, oil and sediment trouble, scoring of 
valves—and yet is sold at low cost. 


Don’t you want your share of the busi- 
ness that Armstrong performance and 
Armstrong advertising is creating? 
Write, then, for the catalog, the dealer 
plan, and a trap to test. 


Armstrong Machine Works 
318 Maple St. Three Rivers, Mich. 


AriistrOni 


Every mill supply house should 
list Armstrongs in its catalog. 
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Favors Price Guarantee on Certain Products 


Alvin M. Smith, Speaking Bete 


llardware Conventions, 


An attendance of approximately 1,200 was registered at 
the conventions of the American Hardware Manutactur- 
ers’ Association and National Hardware 
the United States which held in Atlantic City 
October 17, 18 and 19.) The association officially endorsed 
the simplification program which has been completed by 
file manufacturers, the manufacturers’ 
passed a resolution recommending closer contact and co- 
operation with the National Retail Hardware Association 
at future conventions. 


Association of 


were 


association 


the 


F. A. Heitmann, president of the National Hardware 
Association, recommended co-operation between business 
and government to keep the volume of business from 


fluctuating between the extremes of prosperity and de- 
pression. 

N. A. Gladding, vice-president, E. C. Atkins & Co., was 
a speaker at two of the group meetings. He stated that 
concerted action was by producers and dis- 
tributors to eliminate the costly practice by retailers 
returning goods ordered in good faith, and said that it 
Was roughly 


necessary 


estimated that only one per cent of such 
Speaking at the 
tool group meeting, Mr. Gladding said that a survey of 
500 manufacturers on the question of price guarantees 


returned goods was really defective. 


showed that the tendency is against any such guarantees. 

Saunders Norvell warned manufacturers against ex- 
cessive consumer advertising as detrimental and demoral- 
izing to the trade, and urged jobbers to be careful to 
control their field by keeping in close contact with their 
customers. This address proved quite a sensation, and 
Favette R. Plumb took issue with Mr. Norvell, stating 
that he could prove that his consumer advertising pro- 
viram benetited both jobbers and retailers 

The builders’ hardware group favored the decimal 
svstem of and agreed that the i 
delivering by parcel post and direct from the factory in 
broken package 

Pierrepont BR. 
BL Sa:, 
failure, and declared that jobbers must seize upon the 


packing, practice 0 
lots should be discouraged. 

Noyes, president of Oneida Community, 
stated that jobbers’ special brands have proved a 
tionally advertised lines of merchandise and co-operate 


efficiently as | 


manufacturers, or else 
will have to go back to the old warehouses on the 


agents of the thes 
back 
screets. 

The mill supply group meeting was presided over by 
J. H. Williams, president, J. H. Williams & Co., Buffalo. 
\lvin M. Smith, president of the Smith-Courtney Co., 
Richmond, Va., and secretary-treasurer of the Southern 
Supply and Machinery 
the 


Dealers’ addressed 
meeting on the subjects of Guaranteed Prices and 
Manufacturers’ Resale Prices. 

Discussi the 


Association, 


ny subject of manufacturer’s guaranteed 
prices, Mr. Smith stated that while there may be some 
particular cases where it would 
the jobber to expect prices to be 
he is helpless as te 
manufacturer 


yoods he 


seem for 
rule 
price protection or control, and the 
having control, at least of the 
should be willing to 
assume the attitude of wanting to protect his trade until 


unreasonable 
guaranteed, as a 


Class) of 


manufactures, certainly 
ich time as he has reason to believe that the goods have 
been disposed of. 
He stated that he that if the manufacturer 
makes it a practice to guarantee the price against decline 


believe d 


re the Mill Supply Group of the 
-ldvocated Protection for Distributors 


for a specific period, it is very rare that he reduces his 


price during that time, notwithstanding the fact that 
conditions might arise which would seem to make it 
geod business to reduce them. Certainly, the manufac- 
turer could) guarantee prices on seasonable products 


Which must be purchased long in advance of the distrib- 
utor’s requirements, and such guarantees should cover 
these goods until the end of the season. If the distrib- 
utor at the end of season carries over, it is questionable 
whether the guarantee should cover such goods at the 
end of the season, for it must be assumed that the dis- 
tributor his requirements and should purchase 
accordingly, and not penalize the manufacturer with a 


knows 


guarantee, in the event that he has misgruessed his 
needs. 
The distributor, Mr. Smith believes, could not be 


expected to purchase seasonable goods in large volume 
Without protection. It would be a cause for joy if dis- 
tributors could get all manufacturers to guarantee them 
against decline on all products. Yet, this hardly could be 
burden to upon. the 
manufacturer, particularly on goods that are not season- 
able in the distributor’s stocks, but which are being sold 
generally at all times. 

Continuing, he states that he is not in favor of blanket 
contracts guaranteeing prices for a period, as such con- 


considered a fair business place 


tracts encourage speculation; nor does he believe in con- 
distributor's 
this 


tracts specifving greatly in excess of 


requirements and carrying a also 
speculation and develops price cuiting 
the distributor has not been able to sell the 
entire quantity specified in the contract in his own nat- 
most prone to 


ruinous prices outside his natural territory, disturbing 


guarantee, as 
encourayes 
because, if 
Cases 


ural territory, he is in broadcast 


other distributors, and frequently manufacturers as well. 


“Speculation in a merchandising business such as_ the 
mill supply field is not scientific and should not be 
indulged in,” warned Mr. Smith. 

Summing up his discussion, Mr. Smith said: “IT am 


in favor of price guarantees on seasonable goods, and 
wherever the manufacturer wishes to dispose of produc 
tion without piling at the mill, in which case it is onls 


fair that the distributor should be protected, as he 
becomes in such cases an equal partner with the manu- 
facturer in carrying the load. But, I am not in favor 


of guaranteed prices on staples that are not a seasonable, 
nor of guarantees through blanket contracts and exces 
He emphasized the fact that all 
of his contentions were premised on the assumption that 


sive tonnage contracts.’ 


the legality of price guarantees is established. 

On the subject of manufacturer’s resale prices, Mr. 
Smith that he much said 
this subject during the last 10. vears and so little head- 
wal made, that most manufacturers and job 
bers are “fed up” on the subject and would prefer to 
forget it until such time as the legality of resale prices 
has been fully established by the courts. 


said believed so has been on 


has been 


There follows a synopsis of Mr. Smith’s remaining 
remarks on this subject: 
While the trade association of which I am a member ha 


everal time 
am speaking upon the a 


favor of resale price 


approved the principle of resale prices—and | 
umption that the distributor is in 
you must not take it for granted that 
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Assuring Yourself 
of 


Satisfied Customers 


As each Mill Supply Dealer who handles 
Clipper Belt Lacers knows, every machine 
sold is an assurance that he will have a 
steady and satisfied customer for Clipper 
Hooks. For the original sale and repeat 
sales of hooks go hand in hand, making a 
thoroughly pleasant transaction. 


If you already are one of our authorized 
dealers, we urge you to study the many su- 
perior points in Clipper Belt Lacing. Then 
in turn pass this on to your representatives 
and customers, further binding their trust in 
you and assuring yourself of future orders. 


There are other belt lacers, of course, but 
there is only one “Clipper.” We want you 
to be proud you are selling it—-as proud as 
we are of making it and the mechanic is of 
using it. The Clipper guarantee goes with 
every machine sold. 


CLIPPER BELT LACER CO. 
Grand Rapids, Mich. 








GUARANTEE 
Every Clipper Belt Lacing 
Machine is sold with the un 
derstanding that if after 
30 day's trial it does not 
do all that is claimed for it 
and is not entirely satisfac- 
tory, it may be returned with- 
out expense; and with the 
further understanding that 
it will be kept in repair free 
of charge by the manufac 
turers as long as genuine 
Clipper Belt Hooks are used 


exclusively with it 











Twenty-two Years 
of Service Without Oil 


This Arguto Bearing was in con- 
stant use on the countershaft of 
an 18-inch Lodge & Davis engine 
lathe for twenty-two years—and 
when taken down showed only 
.0124” wear, with not a cut or 
scratch and an inner surface pol- 
ished like a mirror. 

























€ARGUTO 


BUSHINGS & BEGRINGS 
at but a fraction 
of the cost, from 
actual statistics, 
last 24 times as 
long as the best 


bronze 
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all distributors in our association are in favor of resale 
prices, for there is difference of opinion on this subject in the 
ranks of the distributors as well as in the ranks of the manu- 
facturers. 

Personally, I am in favor of the proposition, for the rea- 
son that I believe it prevents ruinous competition in the 
sale of a manufactured product; with which I assume that 
any legitimate manufacturer doing business on a high plane 
of sales ethics agrees. 

In adopting a resale price plan, the average manufacturer 
forgets the distributor’s overhead, and this is the main weak- 
ness that I see in the plan. The majority of manufacturers 
suggesting this plan seem to figure on allowing the distribu- 
tor about 10 per cent margin of profit on his sale prices, 
wht: items in the mill supply business cannot be turned over 
sufficiently often to bring a profit on such a margin. To 
sell goods on a 15 per cent margin requires a turnover rea- 
sonably often, with a volume sufficiently large in the turn- 
over to have the distributor show a sufficient net after over- 
head costs are taken into consideration, and to justify his 
handling a sufficient stock of the resale article to make it 
pay. 

A reference to the cost of distributor’s business for 1922 
shows thirty reputable houses in our association, with an 
average cost of 18.98 per cent, without interest, and of 22.55 
per cent, with interest. The average net profit of these 
houses was only 3.12 per cent. The significant fact is this 
statement is that seven houses in this group, whose annual 
business reached $2,000,000.00, made a net profit of only 
1.51 per cent; showing that, even with a greater turnover, it 
is not always easy to make a sufficient return. 

So that a manufacturer favoring the resale price plan 


should, before putting it in operation, realize the necessity 
whatever 
resale is settled upon will return the distributor an adequate 


for knowing the distributor’s overhead, so that 


profit. 

The weakness of the resale price plan is the failure on 
inability of the manufacturer adopting it to enforce it. This, 
no doubt, is due to the feeling, on the part of the manufac 
turer, that under present varied decisions of the courts on 
the right of a manufacturer to establish and have maintained 


<<; 


a resale, that his position under the law is so indefinite and 
vague that he doesn’t care to assert his authority in the mat 
ter. 

In the Mennen case, I believe, the court decreed that a 
manufacturer has the right to differentiate between the legi- 
timate jobbing distributor and the retailer, or a group of 
cooperative retailers, and has stated that the jobbing dis- 
tributor is not in the same class with the retailer, and as 
such may be treated preferentially by the manufacturer. 

From the language of other decisions, it would appear that 
some of the learned judges give the resale price plan no 
standing whatever. Naturally, doubt and fear must exist 
in the minds of the manufacturer, until this is cleared up. 

A favorable feature of the resale price plan is that on 
such lines the distributor can sell such an article at a reduced 
selling expense, because, when the price of an article becomes 
fixed in the mind of the trade, orders are placed freely and 
openly, without fear of cut-throat competition. Naturally, 
the distributor can afford to push such articles harder and 
increase his volume, thus reducing the expense. 

Competition brings the prices to a common level, where 
they remain until disturbed by causes either natural or arti- 
ficial, and it is the artificial cause in which the public is 
interested. These distributors feel that the free law of sup- 
ply and demand should control the sales price, and they are 
as strong in their views as those of us who favor the resale 
plan. The survival of the fittest in business, no doubt, is 
theoretically and practically correct. Yet, I feel that business 
has progressed to a plane where unfair competition or 
ignorant competition can best be taken care of by a system 
which would protect the ignorant and the weak. lo not 
misunderstand me and interpret this statement to mean that 
the distributor who favors the lowest possible price cost 
from the manufacturer, with the right to freely and openly 
make any sales price he sees fit, to be an ignorant or a weak 
distributor, for I do not refer to that class, but to that class 
that gets into every distributing business and, through lack 
of knowledge of the science of business, or the ability to sell 
at a profit pirates the market with cut-throat competition, 
eventually lands on the rocks, and thus injures the industry 
and the credit fabrie at the same time. 


New Dodge Distributing Plan 


Opens Central Warehouse in Chicago and Will Use Package Car Service 


Dodge Manufacturing Corporation, Mishawaka, Ind., 
has inaugurated a new express service at freight rates 
through the medium of a large central distributing ware- 
house located in Chicago. At this new warehouse, ship- 
ments in carload lots are received from the Dodge fac- 
tories at Mishawaka and Oneida, N. Y., and outgoing 
shipments in less-than-carload lots are forwarded in a 
package car service. This new system, according to 
officials of the company, is the result of a careful investi- 
gation of distribution problems, and is believed to be one 
of the most important improvements in the Dodge serv- 
ice for many years. 

Immediate shipment from local dealer stocks has been 
the slogan of the Dodge company for many years. There 
are over 500 dealers at present handling the company’s 
line. To back up these dealers, the company has main- 
tained large stocks at their factory warehouses and also 
at 14 branch warehouses located in the principal cities 
of the United States. A year ago, the problem of 
handling less-than-carload shipments promptly in order 
to accommodate dealer demands for rush delivery, was 
made the subject of an investigation. With the coop- 
eration of the traffic bureau of the Chicago Association 
of Commerce, a systematic survey of the advantages of 
Chicago as a distributing point was made, and as a result 
space was leased in the Midland Warehouse, located at 
1500 South Western avenue. 

The new central warehouse is located close to the 
Union freight station of the Chicago Junction Railway. 


The facilities are such that the carload shipments from 
the factories are unloaded directly in front of the door 
opening into the Dodge warehouse. Outgoing shipments 
are trucked to a freight elevator, hooked onto a tractor 
when they reach the first floor, and are pulled around 
the corner of the warehouse to the freight station. At 
the latter place they are loaded into through package 
or trap cars. 

The handling of orders in this way is accomplished 
very rapidly, and the plan has been worked out in such 
detail that it is possible to schedule the arrival of ship- 
ments at their destination with great accuracy. There 
are 2,500 package cars leaving Chicago daily over 39 
railroads. These cars are transferred to the main lines 
and headed towards their various points of destination 
on through freights. 

The new service is now available to dealers located in 
the states of North Dakota, South Dakota, Minnesota, 
Nebraska, Kansas, Oklahoma, Iowa, Missouri, Arkansas, 
Wisconsin, Illinois, Indiana, Michigan, Ohio, Kentucky, 
Tennessee, northern Mississippi and western Virginia, 
and will later extended to 
territory. 


be cover a more extensive 

The Dodge corporation has issued a very attractive 
broadside giving complete details of the plan and a map 
showing the exact time for arrival of shipments in the 
territory served. The time for arrival of shipments is 
taken from “The Way to Ship,” published by the Chicago 
Association of Commerce. 
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METRIC 


Packing of Quality 
The House of METRIC 


Is built on the foundation of honest products, reasonable 
prices, courteous treatment, fair dealings and prompt 
attention to our customers’ needs. 





The name METRIC is your guarantee that you are 
ing honest and dependable packings. 


ORDER BY STYLE NUMBER 


ASBESTCS PISTON ROD AND VALVE STEM 
PACKINGS 
Style No. 40—Ring } High Pre 


buy- 


sure Rubber Back Piston Rod 


Style No. 41—Spiral { Packing 

Style No. 100- Braided Valve Stem Packing 
Style No. 101— Twisted Valve Stem Packing 
Style No. 190—Ring } Agee , 
Style No. 192—Coil ¢ Round Braided Asbestos Packing 


Style No. 195—Ring | Square Braided Asbestos Packing—Mul 


Style No. 197—Coil tiple Braids 
Style No. 200—Ring } Square Braided Asbestos Packing for Ro 
Style No. 202—Coil { tating Rods 


RUBBER AND DUCK PACKINGS 


Style N 60—Plain Rings 
Style No. 61—Sectional Rings } Unstitched Plain Expansion 
Style No. 62—Spiral 
Stvle N 50—Red Cure for General Use 
Sty No. 165—Hi P l 
N 


ure Combination, Diagonal 
170—Low Pressure Combination, Diagonal 


HYDRAULIC PACKINGS 





Style 





Style N 220—White Friction Hydraulic Plunger Ring 
Style No. 230—Whife Friction Hydr 
Sty N 240—Square Braided Waterproof Hydraulic 


FLAX PACKINGS 





la sraided Flax Packing 
are Braided Flax Pac king 
juare Braided Flax Packing (No. 1 Jutes 





zzz 
S 





SHEET PACKINGS 
Sty e N 1000 : Highest Grade Asbe 








Style N 1 I—B Second Grade Asbest 
Style N 1000 R Red Asbestos Supert 
Al f above graphited 
Red Rubber Sheet 
1015 Red Rubber Sheet with Brass Wire Insertion 
102 Black Rubber Sheet 
», 1030 Asbestos Metallic Sheet 
1035 Asbesto Metallic Sheet Red One Side Gra 
phited Other 
Style N 1065 Fibre Sheet For Oil, Gasoline, Benzoile, Et« 
Style No. 1075 Cloth Inserted Sheet 
GASKETS 
Style No. 1500 Asbestos—Metallic Manhole, Handhole and Tube 
Plate Gas ket 
Style No. 1565 Red Tubular Gaskets 
Style No. 1580— Gaskets Cut from Asbestos Superheat Sheet 


Write for our latest catalog 


METRIC PACKING CO., Inc. 
BUFFALO, N. Y. 


Branches 
New Vork City Pittsburgh Cleveland Detroit Chicago 
san Prancisco Tos Angeles Honolulu New Orleans 





METRIC 











Hire ‘Green’ Help— 


In the soldering department, “green” 
help and Kester Acid-Core Wire 
Solder can turn out as good work as 
skilled labor, and in turn the expe- 
rienced worker and Kester can 
double the regular output. 


Think of the saving effected in time, 
labor and material by eliminating 
the uncertain and time-consuming 
part of soldering—the fluxing. 


Kester Solder “requires only heat” 
because it carries a scientific flux in 
tiny pockets inside itself, and sup- 
plies it more accurately than any 
human hand. Thus Kester turns 
out jobs that are neat, permanent 
and never need resoldering. 


Try this solder yourself, we'll gladly 
send you a test sample. 





Sold by live dealers everywhere in one pound coils, in 
cartons, and on one, five and ten pound spools 





Manufacturers 


CHICAGO SOLDER COMPANY 
4215 Wrightwood Avenue, Chicago 
Direct Factory Representatives: 

THE FAUCETTE HUSTON CO. 
Chattanooga, Tenn. 

LOUIS J. ZIESEL CO. RICHARD F. ELY 


216 Market St. 66 W. Broadway 
San Francisco, Cal. New York City 


KESTER 


Acid Gre WIRE SOLDER 
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New Products and Improvements of Interest 


Two -ldditions to Black & Decker Line Among the Announcements 
of the Past Month—Chicago Company's Novel Expansion Drill Shell 





Phillips Drill Co., Chicago, has placed on the market 
a new expansion drill shell for drilling and anchoring 

to concrete and stone. The three 
types shown in the accompanying 
illustration are especially adapted 
for hanging pipe to concrete ceil- 
ings. The shell 


drills its own 
hole. After the hole has been 
drilled to its proper depth, the 
shell (is re- 
moved and a 
plug is in- 
serted in the 
end of the 
shell, which 
is then put 
back in the 


hole and driv- 

, en home. The 
construction permits the use of a wide range of attach- 
ments. The expansion drill bolts have similar shells, 
being installed by the use of a special hand chuck on 
the drill. A typical way of installing the new drill 
shells in concrete ceilings with a Phillips spring hammer 
is shown in the illustration. 

Black & Decker Manufacturing Company, Towson 
Heights, Baltimore, has placed on the market a new 
portable electric drill with a capacity up to 5/16 inch in 
steel. The drill is very similar to the company’s '4-inch 
drill, but is said to have a much more powerful motor 
and other parts in proportion to its size. 
with a three jaw gear nut chuck 
drill bits. 





It is equipped 
for straight shank 
It weighs seven pounds and has a no load 





speed of 1,400 revolutions per minute. The company 
announces that it now has this new tool in production 
and will shortly be ready to make deliveries. Another 
addition to the Black & Decker line is a new slow speed 
electric valve grinder, embodying many features. This 
new grinder weighs six pounds. It has a double gear 
reduction. It is claimed that it will perform the opera- 
tion of grinding valves six times as fast as by hand. 
The company does not anticipate being able to make 
delivery on this machine before the latter part of this 
year. 


Clayton & Lambert Mfg. Co., Detroit, has added to 





its line an improved coil fire pot which contains several 





patented features. The tank is made of heavy gauge 


seamless drawn steel. It is tinned inside and out, is 


claimed to be absolutely rustproof, is fitted with a- 
cushion protection band at the base, a power pump, 
large funnel and a filler plug with a dustproof cap. All 
small fittings are made of brass. A unique feature is 
the three piece coil cup which fits into a grooved top 
plate, which allows the operator to remove the top sec- 
tion by unscrewing three brass nuts, exposing the burner 
and coil. There are no oil cup lugs or small nuts. 
Three heavy uprights are secured to a steel plate welded 
to the top of the tank. 

The Barnes Manufacturing Company, Mansfield, Ohio, 
has recently placed on the market a horizontal double 


acting force pump. Among the features are brass wing 





type valves, beveled brass valve seats, brass lined cylin- 
der, brass covered piston rod, a bolted brass gland and a 
malleable iron lever. It is particularly adapted for oil 
pumping service. The valves are accessible by remov- 
ing the air chamber. 


Deal 


Another Warning to Dealers 


The National Supply and Machinery Dealers’ Associa- 
tion has issued another warning against a forger who 
has been operating The 
this under various 
He recently purchased from a Detroit supply 
house an electric drill and a steel tool chest, and tendered 
in payment a check, using the name, Arthur Zimmer- 
man. The same person has issued checks in the name 
of Western Auto Sales and in the name of Thomas Law- 
ton. All checks proved to be forgeries. A warrant has 
Detroit for his arrest. The following is 
the description of the man wanted: “about five feet eight 
inches tall, weight 140 pounds, about 30 years old, dark 
hair and dark snappy eyes, smooth face and very nice 
appearance, wore a dark suit with a light stripe and a 
dark felt hat, had a small gray long haired dog with 
him.” Any information about this man will be weleome 
by the association. 


among mill supply houses. 


swindler in instance is operating 


names. 


been issued in 
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BB To Get the Right Start—Equip with MEDARF ”’ a 





Wood Split 
PULLEY 
from Stock! 


q What are the sizes, 
regardless of what 
quantities, you want 
shipped TODAY? 

Q Wire them —’phone them 





they'll go off our ware- 
house racks and on the cars in a jiffy. 


@ You can always get them from stock, and for a fair 


price, at “Medart’s.” 


IMR. SUPPLY DEALER—We have been engaged in the 
Pulley business for 40 years, and we know a great deal move 
about making good pulleys than many other concerns. 

1OUR POLICY in building Wood Split Pulleys is: Cheap- 
ness is suicidal; products must be the best in their class. We 
wouldn't think ‘of running the slightest risk of impairing the 
value of our most valued asset—our Good Will. 

Get the “MEDART” WOOD SPLIT PULLEY from Steck! 


THE MEDART COMPANY 


(Formerly Medart Patent Pulley Co.) 
General Offices and Works: St. Louis, U. S. A. 


Office and Warehouse Offices 
CINCINNATI CHICAGO and PHILADELPHIA 


Shafting, Couplings, Collars, Hangers, Bearings, Bearing Supports, 
Friction Clutches, Iron Pulleys, Steel Rim Pulleys, Gearing, Sprock- 
ets, Chain, Rope Sheaves, Rope Drives, Belt Tighteners, etc. 


Our Specialties are sold to Jobbers only 


| Hanna “Ball Joint” 
: Pipe Hanger 


is the 


Simzics 
tronges 


and 
F hanger ever made. 


PT ae 


Pt LL 


@Note 
socket 


the ball 


joint. 


and 


@Hanger can swing in 
any direction. 

@Not necessary to re- 
move hanger to raise 
or lower pipe. 


Write for 
‘“‘Our Silent Salesman’’ 


The Penn Engineering Co. 
Philadelphia, Pa. 











Ai 
Ai 
Cylinder Cocks 


STERLING & SKINNER MFG. CO. 


Our Line 


s the recognized standard on 








ir net 


Gauge Cocks 
Water Gauges 
Priming Cocks 


ir Valves 





DETROIT, MICH. 











TRULEULETUE LUDELAERARAEREAE PUPUXEAEAREULAEY CELA AEELELEAELER, 


peaeesessessessscsssscisssiscses 


pe URKUXECULELEEEULULEEEE 





Pees eaeeeeeaeseSSSSstsSesssssisssssisssetisssssssssssssstesisssssssisisitisits) 

; 

Crescent Universal 
Woodworkers 


OU do not have to cut the price 

to get orders for CRESCENT machines. 
CRESCENT prices are made at the factory, 
and are as low as is consistent with building 
strictly high grade wood working equip- 
ment. Your customers want CRESCENT 
quality and are willing to pay for it. Send us 
more orders and we will show you that the 
machines make good, 


Send today for « atalog giving complete description of our band 

aws, saw tables, jointers, , borers, 
ing saws, disk grinder, cut off table 
mortiser, variety wood worker, ur 


shapers, planer planer and 


matchers, sw , hollow chisel 


i workers 


iversal wooc 






Ge 
Crescent Machine Co. 
96 Columbia Street 
LEETONIA OHIO 


| 
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Current Trade Literature 


Many New Catalogs and Bulletins Issued During the Past Month 


The Bristol Company, Waterbury, Conn., has issued 
a new 32-page bulletin, No. 317, describing and _illus- 
trating its line of tachometers, recording and indicating. 
Two types of tachometer equipment are described in the 
bulletin, the pneumatic and the electric. The bulletin 
also contains price lists, shipping weight tables and de- 
tails for ordering instruments and supplies. 

The Reliance Electric & Engineering Co., Cleveland, 
Ohio, has ready for distribution a new bulletin, No. 2014, 
describing the company’s type T motors for direct cur- 
rent circuits. The bulletin contains 32 pages and is 
replete with illustrations. 

The F. Raniville Company, Grand Rapids, Mich., 
announces that it has issued a complete price catalog 
covering its full line of rounded leather belting. It is 
the most comprehensive one that the company has ever 
issued, and contains valuable information for buyers of 
this belting. A copy will be mailed upon request to 
anyone interested. The Raniville company is primarily a 
manufacturer of leather belting and mechanical prod- 
ucts, but also does a jobbing business in belt power trans- 
mission supplies and appliances. 

Mitchell-Rand Mfg. Co., New York, recently issued a 
new handbook, No. 43, showing its complete line of in- 
sulation materials. The book contains several 
valuable tables and other information of value to users 
of insulation. 


also 


Chandler & Farquhar Co., Boston, expects to have a 
new catalog B, ready for distribution about November 
15. The company recently announced to its trade that 
the edition of its catalog A had been exhausted, and 
pending the issuance of the new catalog, the company 
would furnish pamphlet catalogs of its various lines. 
The company also announced that its 1924 calendar is 
in preparation and will be mailed in December on re- 
quest. 

The Hisey-Wolf Machine Co., Cincinnati, has issued a 
new grinder bulletin, No. 1305, illustrating and describ- 
ing its complete line of two wheel floor and bench grind- 
ers. 

The foreign commerce department of the Chamber of 
Commerce of the United States issued a 
commerce handbook containing a list of the sources of 
foreign trade information in the United States. 

Wright-Austin Company, Detroit, has recently pub- 
lished a new catalog, No. 500, on boiler trimmings. This 
catalog supersedes catalog, No. 1240, and is published 
in convenient size for the purchasing agent’s file. It 
particularly safety alarm water columns and 
trimmings, and is well illustrated throughout. The com- 


has foreign 


covers 


pany is also distributing a booklet, No. 300, on separa- 
tors and exhaust heads. 
W. A. Jones Foundry & Machine Company, Chicago, 


has just published two new catalogs. One of these, No. 
contains valuable information on iron pulleys, 
including weights, illustrations and extra lists for special 
a rubber covering list; description, illustration 
and lists of ‘‘Lemley” ball bearing loose pulleys, ring 
oiling loose pulleys, and steel, wood, and paper pulleys. 
The other catalog, No. L-28, contains 56 pages of data 
on “Lemley” friction clutches, most of which is said to 
be entirely new. The company’s sleeve clutches, cut- 


cast 


types; 


off couplings, clutch pulleys, ball bearing clutch pulleys 
and gas engine clutch pulleys are covered in the catalog 


with price lists, dimensions, illustrations, horsepower 
ratings and other information. 
The Torchweld Equipment Company, Chicago, has 


issued a new catalog covering its complete line of oxy- 
acetylene welding and cutting apparatus, lead welding, 
soldering, brazing and decarbonizing units, gas pres- 
sure regulators, automatic machines, generators and 
supplies. The catalog contains numerous cross-seetional 
views of equipment with detailed explanation. It 
tains 40 pages. A copy may be obtained on request. 


con- 


The Anthony Company, Long Island City, N. Y., is 
distributing a bulletin describing its nebulyte oil burner, 
a recently patented device for producing, distributing 
and controlling heat throughout furnaces. 

Moline Plow Company, Inc., Moline, Ill, is distributing 
a booklet describing its new plan of dealer distribution. 
The plan is offered by the company as a constructive 
criticism of the old system of implement distribution. 

The Reliance Electric & Engineering Company, Cleve- 
land, Ohio, has available for free distribution a 51l-page 
paper by its chief engineer, A. M. McCutcheon, entitled, 
“Anti-Friction Bearings in the Steel Mill.” The paper 
was presented before a recent meeting of the Associa- 
tion of Iron and Steel Electrical Engineers. Copies will 
be sent to any interested person. 


<+<oPr 


WAGES AT NEW HIGH LEVEL 
{merican Workman's Position Better Than Ever Before, Accord- 
ing to Industrial Conference Board Analysis 

The National Industrial Conference board has_ re- 
cently issued two reports which cover studies on wages, 
hours and employment in American industries. The 
wage situation, according to this authority, reflects at 
present a higher level for “real” earnings than at any 
time since before the war, not excepting the so-called 
peak period of 1920. The cost of living in July was 61.9 
per cent above the 1914 level. This represents a decline 
of 20.8 per cent from the peak of high prices in July, 
1920. Sinee March, 1922, there has been a gradual rise 
in the cost of living of 4.7 per cent to July last. 

During the first half of this vear, increased pay and 
a higher level of hours worked resulted in substantially 
increased earnings. In June the “real” hourly earnings 
were 40 per cent above the 1914 level, and the weekly 
earnings per cent higher. This is on the 
results of a comparison of the report on the cost of 
living with the concurrent report on wages, hours and 
employment. 


35 based 
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Belting Imports to India 
of belting for 
1919 was $1,366,927, in 
691,796, and in 1922 $2,421,953. About 50 per cent of 
this belting was leather, 15 per cent cotton and the 
remainder various kinds. The chief source of supply 
has been the United Kingdom, although many American 
manufacturers have placed agencies in the hands of 
active India merchants. Bombay is the principal mar- 
ket for leather belting, and Calcutta used chiefly balata, 
camels’ hair and other belting. 


The value 
India during 


machinery imported into 
1920 it was $4,- 
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VOGEL Patented Frost-Proof Closets 


give satisfactory service, day in and day out, winter and summer 














The material used in the manufacture of VOGEL closets is the best to be obtained 
The seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass, 


and the entire fixtures are tested under hydraulic pressure before leaving our 
factory. 





VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 
weather and many thousands have been in use for years without requiring repairs. 
When repairs become necessary, merely remove one valve cap in back of the 
bowl and the rod with operating parts may be 
removed in an instant. 


The VOGEL is the simplest and most durable frost- 


proof water closet made. The price is right. 


SOLD BY ALL JOBBERS 


JOS. A. VOGEL COMPANY 


Wilmington, Delaware 
















































































Doing better 
than we promise 


is one reason why volume of orders has forced us to increase 
our working space 25 per cent. in ninety days. 





We have in our files a letter from Hanson & Yorke, 
New York City, saying: 
“When we telephoned our order Saturday, we asked 
for rush delivery and you agreed to make every effort 
to manufacture the special sizes and ship the complete 
order the following Monday afternoon. 
“We received the entire shipment—special as well as 
stock sizes—Monday morning. 
“Keeping delivery promises is a fine thing. Doing 
better than promised is a finer one.” 
Madesco Service is like Madesco Tackle Blocks—both 
“Stand the Gaff.” lf you are interested in quick profits on 
quality tackle blocks, tell us your needs. We'll do the rest. 


MARINE DECKING & SUPPLY COMPANY 
Tackle Block Department EASTON, PENNA. 














MADESCO 22 














When writing to Advertisers please mention Mitt Suppiies 
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New Link-Belt Acquisition 
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Has Purchased Meese & Gottfried Co., Old West Coast Organization 


Link-Belt Company, Chicago, has purchased the Meese 
& Gottfried Co., of San Francisco, Los Angeles, Seattle 
and Portland, and has consolidated it with the Link-Belt 


subsidiaries on the West Coast. The new organization 





CHARLES PIEZ 


will be known as Link-Belt Meese & Gottfried Co., and 
will have its headquarters at San Francisco. The offi- 
cials of the company will be: chairman of the 
Charles Piez; president, B. A. Gayman; vice-president 
and sales manager, Harold H. Clark; treasurer, Leslie W. 
Shirley; secretary, Richard W. Yerkes. 


board, 


For the past 10 years Link-Belt Company has been 
distributing its products through the Link-Belt North- 
west Company, of Seattle, and the Link-Belt Pacific Com- 
pany, of San Francisco. Meese & Gottfried Co., and its 
predecessors, have been manufacturers of power trans- 


mission machinery and distributors of conveying and 
transmission machinery on the coast for more than 40 
years. 

According to an announcement by Charles Piez, presi- 
dent of the Link-Belt Company, it is the intention to add 
to the facilities of the new company and enlarge its 
present stocks. It will give the company additional 
manufacturing, as well as distributing, facilities. All 
officers of the new company, with the exception of Mr. 
Piez and Mr. Yerkes, will make their headquarters at 
San Francisco. In Seattle, the Link-Belt Northwest 
offices, warehouse and shop will house the new organiza- 
tion, while at San Francisco, Portland and Los Angeles, 


™ 





RICHARD W. 


YERKES 


the former Messe & Gottfried plants and offices will be 
used. 

The offices, plants and warehouses are now as follows: 
San Francisco, 19th & Harrison streets; Los Angeles, 
400 East Third street; Seattle, 820 First avenue, South; 
Portland, 67 Front street. 


tor 


BLACK & DECKER CHANGES 
Another Price Reduction and Several Promotions 
sonnel Are Announced to the Trade 

The Black & Decker Mfg. Co., Towson Heights, Balti- 
more, has announced another price reduction on one of 
its drills. This time it is on the 5/16 inch drill, and the 
reduction is from $65 to $52. Two years ago the com- 
pany publicly announced that it would be the policy to 
place its entire line on a quantity production basis, and 
that as rapidly as this could be done, prices to the cus- 
tomer would be reduced. 

The company has also announced several changes in 
personnel. Robert D. Black, branch manager in charge 
of the Philadelphia territory, will return to headquarters 
about the middle of November to take up his new duties 
as advertising manager for the company. 

E. D. Allmendinger, formerly working in the Detroit 
territory, has returned to headquarters at Towson, 
where he will take charge of the Black & Decker export 
business, a separate export department having now been 


{mong Its Per- 


formed to take care of this work, which was previously 
handled in connection with domestic business. 

H. G. Smith, at present resident salesman for Pitts- 
burgh and western Pennsylvania, will succeed Robert D. 
Black as branch manager in charge of the Philadelphia 
territory including all of Pennsylvania, Delaware and 
New Jersey from Trenton south. 

Henry Fox, formerly located in the general sales 
department at Towson, succeeds Mr. Allmendinger as 
salesman in the Detroit territory. His new address will 
be The Black & Decker Manufacturing Company, Gen- 
eral Motors Building, Detroit. 

M. A. Weidmayer, formerly working in Philadelphia 
and eastern Pennsylvania, out of the Philadelphia office, 
has been promoted and will take up immediately his new 
selling duties in the industrial department. 

R. E. Mizener, who formerly worked in Ohio, out of 
the Cleveland branch office, has been promoted and will 
take up immediately his new selling duties in connection 
with the industrial department. 

































BRUSHES 


WHITING-ADAMS 


Force paint into the pores, and make a shin- 
ing surface. Best quality elastic bristles with 
soft ends. Held in firmly with hard vulcan- 
ized pure rubber. Never shed bristles or come 
apart. Used extensively everywhere. 


Send for Illustrated Literature 
JOHN L. WHITING-J.J. ADAMS CO. 
Boston, U.S. A. 
Brush Manufacturers for Over 114 Years and the 
1 g2 Largest in the World 
ene 












3 Leaders 


“ SHURFLO 


An automatic feed oil cup of the 
wick feed type. The grandfather of 
the Rotary. 

Send for circular “Shurflo,” No. 2. 


AIRSPRING 


The Automatic Feed Grease Cup. 

A cup giving the highest degree of 
efficiency in positive feed for grease 
lubrication—can be mounted in any 
position or at any angle. Ideal for 
Loose Pulley lubrication. Know more 
about this master grease cup 

Write us for circular “Airspring,” 


No. 2. 
ROTARY 


A wick feed oil cup with a cover 
that makes them dirt and dust proof, 
that cannot jar loose. A cup for the 
small tool as well as the large. With 
automatic feed and capacity for the 
day’s work. 

Send for circular “Rotary,” No. 2. 


ALL THREADS DIE CUT 


ON THE 


HUNTER LINE OF BETTER LUBRICATION 


MANUFACTURED BY 


Hunter Pressed Stee! Co. 


404 Nat’! Bank Bldg. 








Lansdale, Penn. 














Until January 1, 1924 


TO DEALERS 


FREE 


This “BELTOLA” dis- 
plays a stock (all live 
sizes) of 


Round, Ve and Flat 


LEATHER 
BELTING 


For Various Uses 





It contains Belting for Sewing and Wash- 
ing Machines, Small Motors, Fan Belting 
for Automobiles, Trucks and Tractors, and 
Shop Belting. Write for our Manual, Cata- 
log and full information. 


F, RANIVILLE CO., Be a 
Main Office « : 


nd Fact 


245 Pearl Street, GRAND RAPIDS, MICHIGAN 








Stop! Read! Write! 


We want to say “HELLO” to our many 
friends among the Mill Supply Jobbers, and to 
introduce ourselves to those who do not know 


us. 
We are NEW advertisers in “Mill Supplies’, 
but OLD in CHAINMAKING EXPERIENCE. 
We can give you the QUALITY, PRICE 
and SERVICE you would like to have. Write 
us for Prices and Delivery on any CHAIN 


you need, and let us prove it. 


Make a GOOD Chain Connection! 


United States Chain & Forging Co. 
Union Trust Bldg., Pittsburgh, Pa. 


Makers of Complete Lines of Chains for 
All Commercial and Industrial Purposes 


Plants at York and McKee's Rocks, Pa.; Columbus and 
Aarietta, Ohio; Huntington, W. Va. 
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KMLL QUPPLIES 
Found European Business Bad 


G. L. Reeves 

G. L. Reeves, secretary-treasurer, Reeves Pulley Com- 
pany, who returned the latter part of September from a 
two months’ European trip, found the mill supply busi- 
ness in Europe in a sad state of affairs. Mr. Reeves’ 
trip Was primarily a pleasure one, but he also found time 
to make a few business calls. That he is delighted to be 
back in the “Land of the Free” is readily appreciated 
by reading the following statement given to MILL 
SUPPLIES in answer to a request for his opinion on the 
business situation abroad as it applied particularly to 
the mill supply field: 

“In England business in our line is sadly on the wane. 
There were idle men and idle factories and wherever a 
chance machine was wanted, there were three or four old 
machines to trade for the new and trade was 
made at all, it simply meant a transfer of a new, up-to- 
date machine for a bunch of ancient crisps. 

“In Holland, Belgium, Italy and France, the exchange 
was running so against America that orders were being 
tabooed. 


so, if a 


Italy and France are busy. In both countries 
the auto industry is forging along in right comfortable 
shape; also textile and paper industries are fairly well 
emploved, but as compared to the United States, they 





Tells Some of His Impressions Following a Trip -1broad 


are small potatoes and a few in the hill. 


“Europe is staggering under too great a load of 


political intrigue, debt, hatred and jealousy to strike 
any big stride towards industrial normaley. I swear 
I don’t know how they are going to get out of the 
tangle. I only wish I were smart enough to tell them 


what they should do. 

“T nowhere found our beloved allies 
days any expression of gratitude towards the 
States for her part in that great drama. They all love 
our dollars, but they don’t love Americans. They think 
we stayed out long enough to make all the money and 
take all the glory, and then crow about it. Until some 
distant day we shall have to hoe our own row, and take 
some consolation out 
antiques and quietly 


among of war 


United 


of Europe in gazing upon their 
contemplating what nations 
can make of themselves once they go about it svstematie- 
ally and persistently. 


fools 


“If ever there should bob up a disconsolate American, 
let him stroll about Europe a few weeks for his everlast- 
ing cure. He will then prefer a gnawed ham bone in 
New in Paris. Let us all 
get on our knees and thank God we are Americans.” 


York to “lobster thermidore”’ 


tor 


DEATH OF E, E. 
Veteran Manufacturer and Jobber Passed 
Cleveland, Monday 


STRONG 


at His Home in 
Vorning, October 29th. 


fiay 


As the last the November issue of MILL 
SUPPLIES were being placed on the press, the following 
telegram was received from the Strong, Carlisle & Ham- 


mond Co., Cleveland: 


pages of 


“With sincere regret we announce the death this morn 





Association, in the formation of which he took an active 
part, he was a familiar figure at all mill supply associa 
tion conventions. A man of sterling qualities, his death 
comes a distinct shock to his associates and to 
countless friends in the mill supply field. 


as 


his 


tee 

Statement of the ownership, management, circulation, ete., required by 
the Act of Congress of August 24, 1912, of MILL SUPPLIES, published 
monthly at Chicavo, Illinois, for October 1, 1923 State of Illinois, 
County of Cook 

Before me, a Notary Public, in and for the State and county aforesaid, 
personally appeared Clay C. Cooper, who, having been duly sworn accord 
ing to law, deposes and says that he is the veneral manager of MILL 
SUPPLIES, and that the following is, to the best of his knowledge and 
belief, a true statement of the ownership, manayement (and if a daily 
paper, the circulation), ete., of the aforesaid publication for the date 
hown in the above caption, required by the Act of August 24, 1912, 
embodied in section 443, Postal Law and Reyulations, printed on the 
reverse of this form, to wit: 

1 That the name and addresse of the publisher, editor, manaying 
editor, and busine manavers are Publisher, The Crawford Publishing 
Co., 537 S. Dearborn St., Chicago, Hl.; editor, Clay C. Cooper, 537 S 
Dearborn St., Chicavo, Ill; manayvine editor, Clay C. Cooper, 537 S. Dear 
born St., Chieayo, Tl. ; busine manaver, Clay C. Cooper, 537 S. Dearborn 
St., Chicago, Il 

That the owner are (Give name and addresses of individual 
whers, or, if a corporation, give its name and the names and addresses 
of stockholders owning or holding 1 per cent or more of the total amount 


of tock.) 


B. H. Crawford-MeNash, Wheeling, W Va Frederick P. Crawford, 








Asheville, S. C.; Clay C. Cooper, Chicavo, Ill; Fred Newton Scott, Ann 
Arbor, Mich.; John Harrison MeNash, Wheeling, W. Va.; John Trix, 
Detroit, Mich 
That the known bondholder mortyavees, and other security holder 
owning or holding 1 per cent or more of total amount of bonds, mortvages, 
r othe ecuritic are: (If there are none, so state.) None 
1 That the two paragraph next above, giving the name of the 
vners, tockholder and security holders, if any, contain not only the 
list of tockholder and security holder as they appear upon the book 
of the company but also, in case where the tockholder or security holder 
pears upon the books of the company : trustee or in any other fiduciary 
the name of the person or corporation for whom such trustee 
is actiny, i iven also th: the aid two paravraphs contain statement 
embracit aMant full knowledve and belief as to the circumstances and 
ndition inde hich tockholder and security holder who do not 
upon the hoo of the company as trustes hold stock and securitic 
' apacitv othe than that of a bona fide vner: and this affiant ha 
; a j — ‘ on to believe that any othe person, association, or corporation ha 
CAPT. E. E. STRONG. ! direct or tndires in the tid honds, or other ecuritie 
han ; 6 stated by him 
: - bs : , : That the averave number of copies of each issue of this publicatior 
of our president, Mr. BE. EB. Strong. Funeral Wed kd or distributed, through the mails or otherwise, to paid  subseriber 
99 lurit the i montt precedin the date } n al ej (This 
day. formati equired from daily publicati ly.) 
Captain Strong, as he was familiarly known, was one Ar ( ag oben 
menera mnacer 
the veterans of the mill supply field. A former presi- nd’ subsctitied before ame thin D7tiahiw- of Gentesaier. 2008 
dent of the National Supply and Machinery Dealers’ (Seal.) JAMES S. VALENTINE 
= (M commission expire eptember 80, 1995.) 
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Back of the individual efforts of the mill 
supply men lies the tremendous selling power of the 
product itself, 


This selling power is dependent upon the tested quality 
of the product and the manufacturer’s efforts to make his 
product known and consequently break down sales re- 
sistence for the jobber. 


That is why we take pride in our continued association 
with the oldest and most successful mill supply houses,—— 
because we have a definite plan of co-operation. Can 
a we help you? 






Tanners, 
Belt Manufacturers 
Main Office and Factory 
42 Ferry Street, New York, N. Y. 

























When writing to Advertisers please mention Mitt SuPPLIEs. 





ah. 


UMI 





nill 
the 


lity 
his 
re- 


an 


ers, 


ers 

















ee ae 
_ ANULL G 


UPPILUES 














ourhkeF eld. 





PERSONALS 

George R. Woods, New York manager for R. S. Stokvis & 
Sons, recently returned from a vacation in Maine. 

Blake D. Hay has been appointed Chicago district manager 
of the Williams Tool Corporation, Erie, Pa., to succeed E. L. 
Mey, resigned. 

A. A. Loeffler has been appointed Michigan sales manager 


of the Globe Steel Tube Co., Chicago, and will make his 
headquarters in Detroit. 


Gordon B. Hirsch, formerly of the New York Machinery 
Exchange, is now connected with the Industrial Plants Corp., 
25 Cortlandt street, New York. 


A. M. Lockett, president, A. M. Lockett Co., Ltd., New 
Orleans, has been elected a director of the newly organized 
American Association of Oil Burner Manufacturers. 


Walter V. Houck, formerly general manager of the Buf- 
falo Metal Goods Co., has been appointed sales engineer for 
Crane-Schiefer-Owens, Inc., Buffalo, manufacturer of ma- 
chine tools. 

E. C. Peck, works manager of the Cleveland Twist Drill 
Co., addressed the Cleveland Engineering Society on October 
24 on the subject of “Standardization in Its Relation to 
Management.” 

James W. 


Hook, formerly president of the Allied Ma- 
chinery Co. of America, has been elected president and 
treasurer of the Geometric Tool Co. to succeed the late 


Howatd FE. Adt. 

Henry Dreses, formerly president of the Dreses Machine 
Tool Co., Cincinnati, who retired from business several months 
ago, returned to his home in Cincinnati on October 9 after an 
extended European trip. 

Nils Miller has been appointed Atlanta district representa- 
tive of the SKF Industries, Inc., New York, and will make 
his headquarters in the Healey building, Atlanta. He 
ceeds Worrell H. Holby. 

Milton C. Fidgeon has been appointed eastern machinery 
sales manager of Joseph T. Ryerson & Son, Inc., with offices 
at 30 Church street, New York. He had formerly been in 
the company’s home offices in Chicago. 


suc- 


C. K. King, vice president and general manager of the 
Ohio Brass Company, was married to Miss Louise Mack of 
Westport, Conn., on September 19. Mr. and Mrs. King are 
now residing at Kingwood, Mansfield, Ohio. 

Walter S. Bronk has resigned as manager of the Milwaukee 
Machinery Co., Milwaukee, a position which he has held for 
the past two years. Mr. Bronk was for many years connected 
with the Badger-Packard Machinery Co., Milwaukee. 

Richard W. Yerkes, formerly general manager of Link-Belt 
Company’s Philadelphia plant, has been appointed treasurer of 
the company to succeed B. A. Gayman, who has been selected 
to head the new Link-Belt organization on the West Coast. 

W. D. Thornburgh, formerly Southern representative of 
the Pennsylvania Rubber Co., has been appointed in a sim 
ilar capacity by the Russell Manufacturing Co., Middletown, 
Conn., and is making his headquarters at 493 Whitehall 
street, Atlanta. 

George M. Verity, president, American Rolling Mill Co., 
Middletown, Ohio, will be the principal speaker at the annual 
meeting of the West Virginia Manufacturers’ Association 
which is scheduled to be held at Huntington November 1. 
Mr. Verity will speak on “tvroblems of Management.” 

James A. McDonnell, who has been sales manager of the 
Leighton Supply Co., Fort Dodge, Iowa, for the past year, 
has resigned, and has been succeeded by C. L. Harris. The 
latter has been with the company ever since its organization 





in 1909. 
announced. 


Mr. McDonnell’s future plans have not been 

H. G. Hill has been appointed sales manager for the Pratt 
& Whitney Co., for Caiifornia south of Bakersfield and for 
the entire state of Arizona. His headquarters will be at 454 
East Third street, Los Angeles. He has been connected 
with the Pratt & Whitney organization on the Pacific coast 
for the past seven years. 

Charles C. Miller of Phoenix has been elected president 
of the Arizona Mine Supply Co., Prescott, Arizona, to suc- 
ceed the late Charles T. Joslin. The company’s territory 
includes central and northern Arizona, and in addition to 
mine supplies, the company deals in contractors’, builders’ 
and agricultural supplies. 

Mallory Bedingfield, manager of the Baltimore branch of 
the Chicago Nipple Mfg. Co., was a visitor in Chicago dur- 
ing the first week of October. He reports business very 
good in his territory and states that the Baltimore branch 
now has a capacity of 1,500,000 nipples annually, while 
the main plant in Chicago has a capacity of 2,500,000 nipples. 
He is optimistic on the outlook for the near future. 

H. F. Devens has resigned as manager of strip steel sales 
for the Superior Steel Corp., Pittsburgh, and has become 
associated with the Oliver Iron & Steel Co., Pittsburgh. Mr. 
Devens will be manager of the plant at Wilson Station, Pa. 
Years ago he was purchasing agent for the Yale & Towne 
Mfg. Co., Stamford, Conn. Since 1906, however, he has 
been connected with the Superior Steel Corporation. 

Joseph Wainwright has been appointed sales manager, and 
W. C. Chapman has been appointed district manager of the 
Philadelphia district of Manning, Maxwell & Moore, Inc., 
with headquarters at the Pennsylvania building, Fifteenth 
and Chestnut streets. Walter V. Lawton has been appointed 
district manager of the company’s Boston district with head- 
quarters at the Textile building, 99 Chauncy street. 

Kk. P. Corey, connected for some time with the sales de- 
partment of the National Tube Co., has been appointed as- 
sistant general manager of sales for the Youngstown Sheet 
& Tube Co., and will assume his new duties on November 1, 
taking charge of sales of tubular products. J. B. Roberts, 
who has been associated with the Youngstown company for 
20 years, has also been appointed an assistant manager of 
sales in charge of all other products outside of tubular goods. 


A. H. Chamberlain, since January, 1916, secretary-treas 
urer of the American Iron, Steel and Heavy Hardware Asso- 
ciation, recently resigned and is now general manager of 
sales of Edgar T. Ward’s Sons Co., jobbers of iron and 
steel, whose warehouses are located in Philadelphia, Newark, 
Boston, Detroit, Cleveland and Chicago. Mr. Chamberlain 
began his new duties on October 1, and will make his head 
quarters in Philadelphia. Before becoming secretary of 


the association, he was for several years connected with 
Wiebusch & Hilger, New York. George F. Greene, for sev- 
eral years assistant credit manager of the Midvale Steel 


& Ordnance Co., Philadelphia, has been elected to succeed 
Mr. Chamberlain as secretary-treasurer of the association. 

Alvin M. Smith, president, Smith-Courtney Co., Richmond, 
Va., and secretary-treasurer of the Southern Supply & Ma- 
chinery Dealers’ Association, may properly list October as 
one of his busiest months, for following the hardware con- 
vention at Atlantic City, he and Mrs. Smith went on to 
Indianapolis, where they remained a couple of days as guests 
of Mr. and Mrs. Irving W. Lemaux. During his stay in the 
latter city, Mr. Smith spoke before the Indiana Manufactur- 
ers’ Association, stressing the necessity for continued and 
closer cooperative relations between manufacturers and dis- 
tributors, and the necessity for a larger activity in national, 
state and local politics upon the part of business men. From 
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PICKERING GOVERNORS 


ARE A GOOD LINE TO HANDLE 
BECAUSE OF 





|. Popularity with Trade. 
2. Many styles produced. 


Service rendered sells 


more. 


4. An enclosed model 
now available for 


Gasoline Motors. 
>. Stocks of more popu- 
lar sizes carried in 


all larger cities. 


Steam Type 


Have you any of our new booklets 
for distribution? 
We have both for Steam and Gaso- 


line Engines, so advise kind most 


appropriate with your clientele. 


THE PICKERING GOVERNOR CO. 


PORTLAND, CONN. 
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OF EXTREME PRECISION 


138’ to 8” 
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— TURNED 
ww and POLISHED 
All of Rolled, Forged, Heat- S Hi AFTS 


Treated and Alloy Steels 




















THE NASON OLYMPUS GAUGE COCK 





on your boiler will spell 
satisfaction 


A high grade weighted type cock 
to 200 lbs. Valve disc of genuine 
babbitt metal in pencil form, 
with slotted head easily and 
quickly ground to a new seat 
under pressure, by simply using 
a screw driver to revolve pencil. 
As the disc has one inch of wear- 
ing length it has a long life, and 
may be easily and quickly re 
placed at a nominal cost The 
body is high grade steam metal 
and may be swiveled so the spout 
will not throw hot water on ope1 
ator. Chain gauge to match. 





Nason Manufacturing Co. 
71 Fulton St., New York 








































We recommend our 


POTOMAC BRAND STEEL 


for line shafting, lead screws, counter 
shafts, piston rods, arbors and all similar 
equipment. 


Tensile strength about 80,000 lbs.; elastic 
limit about 42,000 lbs., depending on diameter. 
Slightly higher in price, but economical because 
of saving in assembly cost and long service. 


We can also furnish Alloy Steel Shafts up to 
180,000 Ibs. tensile strength. 











CUMBERLAND STEEL CO,, Cumberland, Md. 














Dixon’s Flake Graphite reduces friction 
in steam cylinders and valves, lengthens 
the life of packing rings, prevents scoring, 
reduces blowing, and minimizes oil in the 
exhaust. Used in compressor cylinders oil 
is prevented from getting into the air lines 
and receivers, and discharge valves are pre- 
vented from carbonizing and clogging. 

Lower lubricating costs and improved 
operating await your investigation of Dix- 
on’s Graphite Lubrication. May we send 
you Booklet No. 71C? 


JOSEPH DIXON CRUCIBLE COMPANY 


Jersey City 


OG Pstablished 1827 XE iS 


New Jersey 
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Indianapolis, Mr. and Mrs. Smith journeyed to Chicago to 
attend the meeting of the American Trade Association Execu- 
tives, Which was held at the Drake Hotel, October 24 to 26, 
inclusive. 

J. B. Doan, president, and Albert E. Robinson, plant man- 


ager, of the American Tool Works Co., Cincinnati, W. H. 
Birdsall, manager of the Syracuse Supply Co., Syracuse, 
N. Y., and Samuel Stevens, a Rome, N. Y., business man, 


were severely injured on Saturday, September 29, when Mr. 
Birdsall’s automobile, while en route from Rochester to 
Schenectady, skidded and turned over on an embankment 
near Schuyler, N. Y. Mr. Doan and Mr. Robinson were on 
their way to New York and planned to attend the meeting 
of the Machine Tool Builders’ Association at Lenox on Octo- 
ber 2, 3 and 4. Mr. Birdsall offered to drive them as far as 
Schenectady. After the accident the four injured men were 
rushed to a hospital at Utica, where it was found that Mr. 
Doan was suffering from shock and a laceration of the scalp, 
and the other three men from broken bones, bruises and 
lacerations. The automobile had only been driven 800 miles 
previous to the accident. Reports from Syracuse state that 
Mr. Birdsall is so far improved as to be able to get down to 
the office for a short time every day or two. He is com 
pelled to carry his arm in a sling, due to a splintered shoul 
derblade and two breaks in the collarbone, but the doctor 
reports that everything is favorable, and it is expected that 
he will soon be back in his former good health. 


FACTORY ADDITIONS 


The Superheater Co., East Chicago, Ind., plans to build 
an addition at an estimated cost of $75,000. 

The Dells Paper & Pulp Co., Eau Claire, Wis., is building 
additions to its plant at an estimated cost of $400,000. 

The Fred Medart Mfg. Co., St. Louis, is building a one 
story factory addition at an estimated cost of $100,000. 

The Baton Rouge Ice Co., Baton Rouge, La., plans to build 
a five-story addition at an estimated cost of $90,000. 

The Danish Pride Milk Products Co., Sparta, Wis., plans 
to build a factory addition at an estimated cost of $50,000. 

The Penn-American Refining Co., Oil City, Pa., plans to 
build additions to its plant at an estimated cost of $200,000. 

The Olney Foundry Co., 180 West Duncannon street, Phil 
adelphia, plans to build an addition at 
$57,000. 

The Adirondack Power & Light Co., Amsterdam, N. Y. 
plans to build extensions to its system at an estimated cost of 
$3,000,000. 

The Kane Mfg. Co., Kane, Pa., manufacturer of 
goods, is building a two-story addition at an estimated 
of $33,000. 


an estimated cost of 


wire 


cost 


The Cook Electric Co., 360 Jelliff avenue, Newark, plan 





The Texas Steel Mills, Inc., Fort Worth, Texas, plans to 
build an addition to its mill on South Hemphill street at 
an estimated cost of $75,000. 

The Kalamazoo Sanitary Mfg. Co., Kalamazoo, Mich., plans 
to start soon on the construction of an addition which, it is 
estimated, will cost $350,000. 

The Free Sewing Machine Co., Rockford, Ill, will rebuild 
the portion of its factory which was destroyed by recent fire 
with loss estimated at $70,000. 

Tribble Cordage Co., Union street, Woburn, Mass., plans 
to rebuild the portion of its plant destroyed by fire with 
damage estimated at $100,000. 

The Columbia Motor Co., 6501 Mack avenue, Detroit, plans 
a one-story addition to its automobile manufacturing plant 
at an estimated cost of $100,000. 

The Union Rock Co., Azusa, Cal., plans to build additions 
to its rock crushing works and to install new machinery at 
a total estimated cost of $100,000. 

The Galveston, Harrisburg & San Antonio Railroad Co., 
San Antonio, Tex., plans to build an addition to its repair 
shop at an estimated cost of $65,000, 

The Berwick Lumber & Supply Co., Berwick, Pa., plans to 
rebuild the portion of its planing mill recently destroyed 
by fire with loss estimated at $100,000. 

Pratt & Lambert, Inc., Tonawanda street, Buffalo, is con 
sidering plans for building an addition to its varnish and 
oil plant at an estimated cost of $80,000. 

The Enterprise Lumber Co., Mount Olive, N. C., plans to 
rebuild the portion of its plant which was destroyed by fire 
recently with loss estimated at $100,000. 

The Bastian-Morley Co., LaPorte, Ind., plans to start at 
on a one-story addition which will cost $75,000. The 
company manufactures heaters and boilers. 


once 


The Dahlstrom Metallic Door Co., Blackstone avenue and 
East Second street, Jamestown, N. Y., is building a two 
story addition at an estimated cost of $50,000, 

The Hanson-Whitney Mfg Co., 169 Bartholomew avenue, 
Hartford, Conn., manufacturer of metal-shaping machinery, 
is building a two-story addition at a cost of $75,000. 

The Buhl Stamping Co., 2730 Scotten street, Detroit, will 
build a two-story factory addition at an estimated cost of 
$30,000. The company manufactures metal products. 

The Wabash Railroad Co., Railway Exchange building, St. 
Louis, is building an addition to its car and locomotive 
shops at Decatur, Ill, at an estimated cost of $150,000. 

The Nestles Food Co., New York, plans to rebuild the 
portion of its powdered milk plant at Valders, Wis., which 
was recently damaged by fire with loss estimated at $90,000 

The Baker Castor Oil Co., Avenue A and Second street, 
Bayonne, N. J., plans to rebuild the portion of its plant 
which was destroyed by fire recently with loss estimated at 


to build a two-story factory addition at an estimated cost £100,000 
of 540,000 ’ ‘ 
a r a a a a ee The Studebaker Sales Co., 427 Franklin avenue, Minneap 
three-atery addil 7 Se ae ee | geen 2 zy (a olis, Minn., plans to install a machine shop in a new service 
tree-story addition to his repair works at an estimated cost building which will be built soon at an estimated cost of 
> eee $100,000. 
The Rickenbacker Motor Co., 2815 Cabot street, Detroit, The John Kichleay, Jr, Co., Oliver building, Pittsburgh, 
ill build a two-story factory addition at an estimated cost plans to build a new six-story and basement factory at 
pal petits Twenty-first and Wharton streets at an estimated cost of 
lhe Connecticut Power Co., New Haven, Conn., plans to $650,000. 
— additions in the near future at an estimated cost The Hutchison Auto Co., 963 North Meridian street, 
‘ Png set Indianapolis, plans to rebuild the portion of its service build 
The Hyde Machine Co., 13 Hope avenue, Worcester, Mass., ing which was destroyed by fire recently with an estimated 
ll build a two-story machine shop addition at an estimated loss of $60,000. 
sagrtatiaial cain alata The Pelton Water Wheel Co., Nineteenth and Florida 
The Reliance Electric Co., 1313 Moorman street, Chicago, treets, San Francisco, wi'l start at once on the construction 
building a two-story and basement addition at an estimated of a two-story factory addition to be built at an estimated 
cost of $55,000, cost of 100,000, , 
W. J. Early & Sons, Ltd., 812 Sarah street, Pittsburgh, The Bally Mfg. Co., Bally, Pa., manufacturer of cedar 
ins to build a one-story foundry addition at an estimated chests and other wood products, will rebuild the portion of 
ost of 360,000. its plant which was destroyed by fire recently with lo 
Swift & Co., Birmingham, Ala., plans to rebuild its refrig estimated at $100,000. 
erating plant which was recently destroyed by fire with lo J. Elwood Cox Mfg. Co., High Point, N. C., plans to 
estimated at $250,000, rebuild its factory which was destroyed by fire recently with 
The Pittsburgh Malleable Iron Co., Thirty-fourth and loss estimated at $100,000. The company manufactures bob 
Smallman streets, is building a one tory addition at an esti bins and textile machinery. 
ited cost of $55,000. The Hoboken Paper Mill, Ine., 151 Fifth avenue, New 
The Trico Products Co., Ellicott street, Buffalo, manufac York, plans to rebuild the portion of its mill at Goulds Sta 
rer of metal stampings, plans to build an addition at an tion, Hudson, N. Y., which was recently destroyed by fire 
e-timated cost of $100,000. The estimated cost of rebuilding is $250,000, 
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ALLEN 


the 30‘. stronger hollow screu 


30°; extra strength over broached hollow screws— 
the only other kind made. Cold-drawn by a pat 
ented process which increases the density of the 
steel around the socket-hole, and heat-treated scien 








tifically according to size and style of point. 


The Allen process makes deep, perfectly formed socket-holes, 
with no chips in the bottom The entire length of the 
“Allen” is utilized either for solid metal at the point, or 
depth of socket for the wrench. All sizes in stock from ™% to 
1',” diameter; any length, point or thread. Also Socket 
Head Cap Screws, Pipe Plugs, Tap Extensions and Socket 


6 ‘ , 
Wrenches—Allen process 


The Allen Mfg. Co. 


143 Sheldon St. 


Hartford, Conn. 








Distribution 


Ladew stock is not confined 
to the factory alone 


Above is a view of a typical branch store stock of Ladew 
Belts ready at all times to serve you as only a Ladew 


Belt can serve. 


EDWARD R. LADEW CO., Ine. 


29 Murray Street 














New York 











HOW TO LOWER YOUR COSTS AND 
MAKE MORE MONEY . 


Quicker Plating — Better Finishes, Cleaner Raw 
Material Results From Sand Blasting 











Watts Bros. Tool Works 
Ma f Drills. Chucks 

and = Patented T 

Turtle Creek, Pa 
“The results we have ob 
tained from your equip- 
ment have been very sat- 
isfactory and have solved 
all of our problems to a 
nicety.” 














Leiman Bros. Sand Blasting Outfits pro- 
vide an inexpensive means of doing 
work which is now expensive, dangerous 
and not at all satisfactory They pre 
pare the surface of all articles that are 
to be plated—prepare it so that the time 
of plating is materially cut down, current 
saved and a more durable plate secured 
The sand blast also provides an attrac- 
tive finish in matt, satin finish or frosted 
effects on metals, celluloid, fibre, wood 
or other materials Mention the names 
of all well known and widely advertised 
articles and you have the users of these 
machines 

Any quantity of production can be 
taken care of rapidly—any shape, size or 
material—we make a number of different 
sizes to fit all conditions 


LEIMAN BROS. 
Automatic 
CONTINUOUS FEED 


SAND BLAST 


Low in price—inexpensive to operate— 

a pail of sand lasts for many days. 

Full Instructions Go With Each Outfit 
Get Catalog 


NO MATTER WHAT YOU MAKE, CONSULT 
WITH US ABOUT SAND_ BLASTING— 
WE'LL BOTH PROFIT IF YOU DO 


LEIMAN BROS. 


60 Lispenard St., New York 


Makers of good machinery for 35 years. 








Dealers, Attention ! 


SAFETY 
ECONOMY 
DURABILITY 





Three sterling qualities built into 


“MOORE & WHITE” Friction Clutches 


BACKED BY 37 YEARS 
OF CLUTCH EXPERIENCE 


That’s why the trade asks for 
and demands them 


Send for Catalog ‘‘C”’ 


THE MOORE & WHITE CoO. 
Philadelphia 








U.S. A. 




















When writing to Advertisers please mention Mitt Supprtrs 
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NEW FACTORIES 


The Towson Body Co., Detroit, is building a new six-story 
plant at an estimated cost of $95,000. 

American Lithographing Co., Buffalo, N. Y., plans to build 
a new plant at an estimated cost of $225,000. 

The Builders Veneer & Woodwork Co., Rio Creek, 
is building a new mill at an estimated cost of $65,000. 

The Packard Electric Co., Warren, Ohio, is building a 
new transformer plant at an estimated cost of $350,000. 

The National Ice Co., Mansfield, Ohio, will build a new 
ice manufacturing plant at an estimated cost of $50,000. 

The Western Fruit Express Co. plans to build a car repair 
shop at St. Paul, Minn., at an estimated cost of $150,000. 

The Athens Ice Co., Athens, Texas, plans to build a new 
ice-manufacturing plant at an estimated cost of $75,000. 

The LaSalle Paper Co., South Bend, Ind., plans to build 
a new mill at Mishawaka, Ind., at an estimated cost of $100, 
000. 

The Peerless Motor Car Co., Cleveland, plans to establish 
a factory branch at Dallas, Texas, at an estimated cost of 
$75,000. 


Wisi; 


The Consumers Power Co., Jackson, Mich., plans a hydro 
electric power plant near the city at an estimated cost of 
$250,000. 

The Queen Anne Textile Co., Burlington, N. C., will build 
a new cotton mill and power house at an estimated cost of 
$1,000,000. 

The Keystone Card Index Co., Philadelphia, is building a 
new plant at Natrona and Race streets at an estimated cost 
of $55,000. 

Stockham Pipe & Fittings Co., Los Angeles, plans to build 
a new plant on Twenty-fourth street at an estimated cost 
of $30,000. 

Acme Road Machinery Co., 
build a new plant at Salem, 
of $180,000. 

The City of Elizabeth, N. J., will build a new junior high 
school and manual training department at an estimated cost 
of $200,000. 

Dunkirk, N. Y., will install a manual training department 
in a high school building to be erected at an estimated cost 
of $500,000. 


Frankfort, N. Y 
N. Y., at an 


.. Plans to 
estimated cost 


The town of Carleton, Neb., will build a new high school 
to contain a manual training department, the estimated cost 
being $90,000. 

The Snyder Utilities Co., Snyder, Texas, plans to build a 
new ice-manufacturing and cold storage plant at an estimated 
cost of $50,000, 

S. M. Feazle, The Dalles, Oregon, plans to build a new 
lumber mill and box manufacturing plant at an estimated 
cost of $50,000. 

The Republic Creosoting Co., Hammond building, Detroit, 
will build new works in Utah County, Utah, at an estimated 
cost of $100,000. 


The National Mining Co., Monongahela, Pa., plans to 
build a new tipple and install new machinery at an estimated 
cost of $500,000. 


The Liberty Can & Sign Co., North Water street, Lan 
easter, Pa., plans to build a four-story factory at an esti 
mated cost of $75,000. 


Royab Oak, Mich., will install manual training equipment 
in a new junior high school building to be built at an esti 
mated cost of $150,000. 

The Ford Motor Co., Highland 
two-story assembling plant at 
mated cost of $200,000. 


The Grinnell Co., 543 Mission street, San Francisco, is 


building a new plant at Fifth and Brannan streets at an 
estimated cost of $80,000. 


Park, Mich., will build a 


Dallas, Texas, at an esti 


The Michigan Central Railroad Co., Detroit, is building a 
new engine house and shop at Grand Rapids, Mich., at an 
estimated cost of $65,000. 

C. L. Robinson, Winchester avenue, Charleston, W. 
plans to build a new three-story cold storage plant at 
estimated cost of $70,000. 

George W. Smith & Co., Inc., 49th and Botanic streets, 
Philadelphia, plans to build a new woodworking plant at an 
estimated cost of $200,000. 


Vai, 


an 


The Board of Directors of the University of Kentucky, 
Lexington, Ky., plans to build a central power house at an 
estimated cost of $200,000. 

The Philadelphia Electric Co., Tenth and Chestnut streets, 
Philadelphia, plans to build a new generating plant at an 
estimated cost of $6,000,000. 

The John C. Tilly Ladder Co., Watervliet, N. 
to build a new plant to manufacture ladders. 
cost of the project is $50,000. 


Y., plans 
The estimated 


The City of Milwaukee plans to build a central machine 
shop and service station at Sixteenth and Canal streets at 
an estimated cost of $150,000. 

The Western Vacuum Ice Co., 235 Montgomery street, San 
Francisco, plans to build a new ice-manufacturing plant at 
an estimated cost of $100,000. 

Victor Talking Machine Co., Camden, N. J., plans to build 
a branch plant on Seventy-eighth avenue, Oakland, Cal., at 
an estimated cost of $100,000. 

The Ford Motor Co., Detroit, is said to be planning a 
new assembling plant to supersede its present one at Buffalo. 
The estimated cost is $500,000. 

The Great Western Power Co., Crockett, Cal., plans to 
rebuild its power plant which was recently destroyed by fire 
with loss estimated at $100,000, 

The Bluff City Motor Co., Natchez, Miss., plans to build 
a two-story automobile service station and 
at an estimated cost of $55,000. 

The Westinghouse Electric & Mfg. Co., East Pittsburgh, 
plans to build a new factory branch at Kansas City, Mo., 
at an estimated cost of $90,000, 

The Faust Brothers Lumber Co., 53 West Jackson boule 
vard, Chicago, is building a new band mill at Jackson, Mich., 
at an estimated cost of $125,000. 


machine shop 


The Great Western Smelting & Refining Co., 75 Folsom 
street, San Francisco, is building a new one-story foundry 


at an estimated cost of $70,000. 
The Otis Elevator Co., 2300 Stockton street, San Fran 


cisco, plans to build a two-story factory branch and repair 
shop at an estimated cost of $350,000. 

C. W. Rudisill, Philadelphia, plans to build a two-story 
automobile service and repair shop at Fifty-fifth and Sansom 
streets, at an estimated cost of $200,000. 

Turner, Day & Woolworth Handle Co., Louisville, Ky., 
plans to rebuild its plant which was destroyed by fire on 
October 5 with loss estimated at $150,000. 

The Eugene Straus Cabinet Co., 1029 Hamilton avenue, 
Louisville, Ky., is building a new plant on Baxter avenue 
which, it is estimated, will cost $200,000. 

The Cleveland Electric Illuminating Co., Cleveland, is 
planning the construction of an addition to its generating 
plant at an estimated cost of $10,000,000, 


The Great Southern Lumber Co., Bogalusa, La., is con 
sidering plans for building a new pulp mill near New 
Orleans at an estimated cost of $500,000, 

The Emmons-Hawkins Hardware Co., 1028 Third avenue, 
Huntington, W. Va., plans to build a new six-story distribut 
ing plant at an estimated cost of $100,000, 

The National Paper Products Co., 534 Battery street, San 
Francisco, plans to build a new plant at Cudahy, near Los 
Angeles, at an estimated cost of $2,000,000. 

J. E. Crandall, 119 Broadway, Paterson, N. J., will install 
a machine shop in a new automobile service station which 
will be built at an estimated cost of $160,000. 

The Atlantic Coast Line Railway Co., Wilmington, N. C., 
will build a new car construction and repair shop at Rocky 
Mount, N. C., at an estimated cost of $90,000. 

Yellow Cab Co., 11 Centre street, Newark, N. J., plans 
to build a machine and repair shop at Sussex avenue and 
Summit street at an estimated cost of $140,000. 

The city of Chelsea, Mass., will soon build a new high 
school to contain a manual training department and machine 
shop, the estimated cost of building being $700,000. 

The Blue Valley Creamery Co., 700 South Clinton street, 
Chicago, will build a new three-story factory at 1137 West 
Jackson boulevard at an estimated cost of $160,000. 

The Rice Furniture Co., 306 South Michigan avenue, South 
Bend, Ind., will build a new three-story factory at Lafayette 
and Monroe streets, at an estimated cost of $100,000. 
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SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 











GARGO 


ASBESTOS PRODUCTS 


Including Garco Asbestos Brake Lining, 
Ringpak and Asbestos Textiles of 
every description. 


General Asbestos & Rubber Co. 
Main Offices & Factories: 
CHARLESTON, 8. C. 

nches New York, Chicago, Pittsburgh 





Cuts the Mill 
Steam Cost 


Davis Pressure Regulators give 
the low cost of low pressure steam 
reducing the fuel bill and increas- 
ing boiler efficiency. 


G. M. Davis Regulator Co. 
108 Milwaukee Avenue 
Chicago, Illinois 


DAVIS WAILWIS 


STEAM SAVERS SINCE 1875 





SPECIALTIES | 





‘“‘Superior”’ 
Paper Pulleys 
Are the Best 


For Motors, High Speed, 
and 
Heavy Duty Machines 





Our new Jobber’s proposition makes possible a Better Profit 
for the dealer. Write today for “Bulletin A” and secure 
the “SUPERIOR” for your territory. 


SUPERIOR PULLEY CO. 
17 South First St., St. Louis, Mo. 


ASBESTOS PRODUCTS COMPANY 


Manufacturers of 
Asbestos Aircell Coverings 
AND 
Asbestos Cement 





Prompt Shipments—Carload or Less 





General Offices and Factory 


2100 Fullerton Ave., CHICAGO, ILL. 





LUE RIBBO 
ELT DRESSING 


is sold only to the jobbing trade. Many of the best mill 
supply houses have sold it for years. Machine operators 





like it because it speeds up production 


BLUE RIBBON is made in one-pound bars, packed in 
attractive cartons of 6, 12, 25, 50 or 72 pounds. Con- 
venient to stock. Every buyer of leather, rubber or can- 
vas belting is a-prospective user. Blue Ribbon fulders 
with your imprint will help you sell. Write for jobbers’ 
prices. 


JOBBERS MANUFACTURING CO. 
950 Webster Bldg. Chicago 








One Man or a Dozen? 


What concern wouldn’t invest $5.00 to save 11 
mens’ time and wages. The ATLAS Car Mover is 
the best and most powerful device ever made for 
starting and moving loaded cars by hand. Its 
compound leverage exerts a double leverage of tre- 


















mendous force. Many other good points. 


The ATLAS is a quick 
sure, profitable seller. 
Write for discounts 


APPLETON 
CAR-MOVER 








COMPANY 


Appleton, Wis. 
—S emma ™ 











STOCK 


SKINNER PIPE 
JOINT CLAMPS 


When you sell a joint clamp 
to a customer, you do him a 
great favor, for you save him 
time—you make a lasting friend, 
for you save him money. 


M. B. SKINNER CO., MFRS. 


562 Washington Boul. Chicago 








Known the World Over as the 


“V-B” Belt 


For | 
Transmission, Conveying and | 
Elevating 


We also Manufacture 
Special and Ampere Canvas Stitched Belt- 
ing and the Victor Endless Thresher and 
Tractor Belts 


Victor Balata & Textile Belting Co. | 
Main Sales Office, 38 Murray St., New York 
Chicago Warehouse: Factories: | 
167 N. Market St. Easton, Pa j 








When writing to Advertisers please mention Mitt Supriits 





The Very Best Balata Belt Obtainable. 
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Henry Newgard & Co., 947 West Washington boulevard, 
Chicago, will build a three-story factory to manufacture 
electrical products, the estimated cost being $90,000. 

John B. Bissinger, Lancaster, Pa., will build a two-story 
automobile service building and machine shop at West King 
and Charlotte streets at an estimated cost of $60,000. 

Gadsden Car Works, Gadsden, Ala., is considering plans 
for rebuilding the portion of its erecting department which 
was destroyed by fire recently with loss estimated at $250,000. 

The Texas Packing Co., 110 Milan street, Houston, Texas, 
plans to build a new meat-packing plant, with power house 
and refrigerating units, at a total estimated cost of $100, 
000. 

The Webster Bros. Mfg. Co., Waucoma, Iowa, plans to 
build a one-story factory to manufacture wooden boxes and 
packing cases at Mason City, Iowa, at an estimated cost of 
$75,000. 

The Illinois Coal Corporation, Old Colony building, Chi- 
cago, plans to build a mechanical shop, hoisting engine house 
and a power plant at Mason, IIl., the entire work to cost 
$150,000. 

The Reo Motor Car Co. of New York, Inc., 1709 Broadway, 
New York, plans to build a six-story branch with 
shops on West Fifty-fifty street at an estimated 
$200,000. 

The Maple Lumber Co., Fenwick, W. Va., plans to build a 
new lumber mill and power house at an estimated cost of 
$125,000. The company was recently organized with capital 
of $500,000. 

The Detroit Aero Metals Co., 657 Lycaste avenue, [etroit, 
plans to build a new plant to contain six one-story units, the 
total estimated cost being $200,000. The company 
recently organized. 

The Universal Gypsum Co., Chicago, will build a new plant 
at Raton, Texas, and is also considering the construction of 
a new mill at Port Clinton, Ohio, the estimated cost of the 
latter being $500,000. 

The Eagle Iron Works, 301 East Court street, Des Moines, 
Iowa, is building a two-story machine and structural shop, 
and plans to build other units of a plant, the total cost of 
which is estimated at $125,000. 

The Thurner Heat Treating Co., 126 Ferry street, Mil 
waukee, will build a new plant at 487 National avenue. The 


repair 
cost of 


Was 


initial unit will cost $25,000. The company was recently 
organized with capital stock of $50,000. 
The Arkansas Bauxite Products Co., Little Rock, Ark., 


will build a new factory to manufacture alum and kindred 
products. The estimated cost of the plant and equipment 
is $75,000. The company was recently organized. 

The Kentucky Face Brick Co., Second National Bank build 
ing, Ashland, Ky., plans to build new works and an electric 
power plant at an estimated cost of $150,000. The company 
was recently organized and has a capital of $500,000. 

The American Thread Co., New York, plans to build a new 
mill on a site recently acquired at Dalton, Ga. The mill 
will have a capacity of 30,000 spindles. Lockwood, Greene 
& Co., Healy building, Atlanta, Ga., are the engineers. 

The William C. Kenny Co., 44 East Twenty-third street, 
New York, plans to install a machine shop in a new two 
story service and repair works which will be built on Raw 
son street, Long Island City, at an estimated cost of $80,000. 

The Valley Paper Co., Kalamazoo, Mich., plans to build 
a new mill and power house at an estimated cost of $800,000. 
The company was recently organized and will manufacture 
fine book papers. A machine shop and other buildings will 
be included in the plant. 


INCREASED CAPITAL 
The Vulean Iron Works, Wilkes-Barre, 
its capital stock to $38,000,000, 


Pa., will increase 

The Ever Hot Heater Co., Detroit, has increased its capital 
tock from $50,000 to $200,000. 

Federal Steel Fixture Co., Chicago, has increased its cap 
ital stock from $40,000 to $50,000. 

Princeton Foundry & Supply Co., Bluefield, W. Va., has 
nereased its capital from $50,000 to $200,000. 

The Milwaukee Stamping Co., West Allis, Wis., has 
nereased its capital stock from $500,000 to $600,000. 

The Mine & Mill Supply Co., Mulberry, Fla., has recently 
increased its capital stock by an additional $100,000. 


UPPLISS 





The Union Hardware Co., Inc., Torrington, Conn., recently 
increased its capital stock from $600,000 to $1,800,000. 

The Carbondale Machinery Co., Carbondale, Pa., 
increased its capital stock from $100,000 to $1,000,000. 

Osco Mfg. Co., Chicago, has increased its capital stock 
from $25,000 to $385,000 and has changed its name to the 
Osco Mfg. & Rivet Co. 


has 


NEW CORPORATIONS 


The Boston Handle Co., Boston, $150,000; incorporators: 
C. 1. MeLaine, George Gustafson and Everett F. Cox. 


The Best Universal Lock Co., Marion building, Seattle, 
Wash., $750,000; incorporators: William E. Froude and 
others. 


The Premier Mill Corporation, Geneva, N. Y., $200,000, to 


manufacture grinding apparatus; incorporators: S. K. Nes 
ter and others. 
The Taylor-Hall Welding Corp., Worcester, Mass., $50,- 


QO0O; incorporators: 
Frank G. Smith, Jr. 

Justus Mfg. Co., Parkersburg, W. Va., $50,000, to manu 
facture gas purifiers; incorporators: J. O. Mead, W. P. 
Vincent and others . 

The Standard Rivet & Mfg. Co., Ine., New 
$100,000, incorporators: George C. 
iels and Irving G. Daniels. 

The Robinson & Ordway Co., Marlboro, Mass., $50,000, to 
build machinery; incorporators: Dana L. Ordway, Leslie M. 
Ordway and V. J. Robinson. 

Baker Motors, Inc., 821 Commerce building, Erie, Pa., 
$500,000, to manufacture power units and equipment; incor 
porators: G. A. Frantz and others. 


Lewis S. Taylor, Preston M. Hall and 


Haven, Conn., 
Rogers, Merwin G. Dan 


The Baldwin Picker-Rod Lubricator Co., Boston, $100,000; 
incorporators: Otis H. Osgood, Sudbury, Mass.; Frank W. 
Deming and William I. Bowditch. 

Craig Oil Tool Co., Long Beach, Cal., $100,000, to manu 
facture oil well supplies and tools; inecorporators: J. F. 
Craig, W. W. Cole and L. I). Gardiner. 

The 1)-Flecto Light Co., Inc., Danbury, Conn., $50,000, to 
manufacture automobile accessories; incorporators: Paul C, 
Goodrich, Bridgeport, Conn., and others. 

The Randle Radio Co., Cineinnati, $100,000, to manufae 
ture radio apparatus to do away with outside aerials; incor 
porators: W. E. Randle, Jr., and others. 

The Automobile Security Lock Co., St. 
$50,000, to manufacture a new 
incorporators: Vaughn S. 


Petersburg, Fla., 
safety lock for automobiles; 
Getts and others. 

National Fire Escape Mfg. Corp., Calvert building, Balti- 
more, $500,000, to manufacture fire escapes; incorporators: 
James T. Lloyd, Edward C. Sasser and others. 

The Killarney Smokeless Coal Co., Lynchburg, Va., $1,000, 
000, to develop coal mining properties near Killarney, W. 
Va.; inecorporators: James Gorman and others. 

Beacon Utilities Co., Inc., Lakeside and Stanley streets, 
Chicago, $66,000, to deal in machinery and tools; incorpora 
tors: Harold Beacon, P. V. Badgely and M. RB. Burgess. 

Twentieth Century Saw Co., 846 North Keystone avenue, 
Chicago, $50,000, to manufacture and deal in saws and tools; 
incorporators: W. Kk. Larson, C. P. Morris and J. L. Larson. 

The Heb Mfg. Co., Woodstock, Ill., $100,000, to manufac 
ture spark plugs and other automotive products; 
tors: Herbert FE. Billings, Lena M. Billings and 
Anderson. 


incorpora 
Albert. F. 

Automatic Material Hoist Co., 3213 Wilton avenue, Chi 
cago, $70,000, to manufacture and deal in hoisting: machine 
incorporators: S. L. Erickson, C. T. Nielsen 


Andrew 
Rasmussen. 


and 

Conners Tool Works, Ine., Southington, Conn., $50,000, to 
manufacture tools; incorporators: David E. Conners, M. M. 
Conners, William J. Cushing James A. McNally, Jr., 
Hartford, Conn. 

The Kant-Kool Electric Water Heater Co., Inec., 22 North 
Water street, Ogdensburg, N. Y., $100,000, to manufacture 
water heaters and kindred products M. Katz 
man and others. 

The Cincinnati Industrial Investment Co., Cincinnati, 
$1,000,000, to finance manufacturing companies in Cinein 
nati, cooperating with the industrial extension department of 
the Chamber of Commerce. 


and 


; incorporator 
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SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 

















| RACINE 


Machine Tools 


“*Standard the World Over’’ 
“Racine” High Speed Metal 
Cutting Machines 
“Racine” Wood or Metal Band 
Saw, Duplex type 
“Racine” Abrasive Metal 
Cutter 
Use ‘Racine’ H. S. Wood and 
Metal 3and Saw Blades and 
“Racine” H. S. Tungsten Power 

and Hand Hack Saw Blades. 





Racine Tool 


& Machine Co. 


1405 Jones Ave. 


Racine, Wis. uy. 5. A. 











WIZARD <> _ 


rn 
BHEG Stich 
Guaranteed to contain no rosin 


WIZARD (Stick) Belt Dressing 


IS STRICTLY A JOBBERS’ PROPOSITION 


We guarantee WIZARD to sell and give satisfaction, or money re 
funded. We supply our jobbers liberally with samples and advertising 
folders 


for yr pp 


RICHMOND BELT DRESSING MFG. CO., Inc. 
Richmond, Va. 


Samples free upon request. 





“The Strongest For Stopped Up or Frozen Plumbing 


Servant _Mede” H ER Cc UL ES 
Drain Pipe Solvent 


serves the purpose BEST. Stronger than any other 
solvent made, it gives quicker and more positive 
action on the most difficult job. Backed by un- 
qualified guarantee—SATISFACTION or Your 
Money Back. HERCULES is in DEMAND. 
Progressive plumbers throughout the country who 
have found HERCULES “best by test’ will use 
no substitute Supply this demand in your terri- 
tory HERCULES is backed by national adver- 
tising to the plumbing trade and sales creating 
jobber helps 

Cash in NOW on this estabilshed sales service to the trade. 
Drop us a tine today for our Interesting jobber proposition. 
HERCULES CHEMICAL CO., 440 Washington St., New York 

Cunadian Distributor: 
W. HE. Cunningham & Hill, Ltd., 209 Richmond st., Toronto, Ont. 





25% Mronger 
No Fumes 
Works with cold 
Water 


The No. 401 Champion 
Steel Rivet Forge 


ean be seen working on 99 out of 
every 100 structural steel buildings 
being built in the United States to- 
day. The same may be said of all 
railroads, bridge builders, boller 
makers, etc. The No. 401 Forge 
has not only been adopted by this 
class of trade in the United States, 
but also throughout the entire 
world. 

Carried in stock by all the lead- 
ing mill supply jobbers, 


Write for catalog and price sheet. 


Champion Blower & Forge Co. 


Lancaster, Pa. 











Jobbers Make Good Profit on WESTERN Grinders 


So many mill supply jobbers are selling WESTERN 
Grinders that we know you can sell them too It is a 
moderate priced line that has many features of our 
higher priced “Saint Louis’’ grinders—cored body sec- 
tions, self-oiling bearings made of our best babbitt, 
40 carbon steel arbors, square coarse pitch-threads, and 
forced on pulleys Prices are from $7.00 up, with 20 
per cent margin to jobbers. Our illustrated circulars 
will help you sell 


Saint Louis Machine Tool Co. 
924 Loughborough Ave., 
St. Louis, Mo 





MASON 


Reducing Valves 
ARE STANDARD 





Do You Carry 
Them in Stock? 


MASON REGULATOR CO. 


BOSTON, MASS. 














We Manufacture for the Jobbing Trade 





Flue Scrapers Flue Brushes 
Flue Cleaners 
Hot Water Heater Cleaners 
Wire Brushes Wire Brooms 


Send for OUR catalogue 





Pilley Packing & Flue Brush Mfg. Co. 
608 S. Third St. St. Louis, Mo. 








A chuck that stands by 
you through time and 
abuse is the 


SWEETLAND 
Remarkably Accurate 





Shall we send you the 
Sweetland Catalog? 


THE HOGGSON & PETTIS MFG. CO. 
NEW HAVEN, CONN. 





When writing to Advertisers please mention Mint Supptires. 
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The Skinner-Hill Co., Canadian Pacific building, New York, 
$100,000, to act as importers of brass, bronze, copper and 
other metal products; incorporators: E. R. Mead, A. G. 
Skinner and S. P. Skinner. 

The Tin Plate Sales Corp., 3711 S. Ashland avenue, Chi- 
cago, $50,000, to manufacture and deal in tin plates and 
other products; incorporators: William B. Davis, Frances V. 
Davis and Charles R. Boden. 

The Winther Motor Co., Kenosha, Wis., $500,000, to reopen 
and operate the plant of the bankrupt Winther Motors, Inc.; 
incorporators: Dr. E. W. Timm and others representing the 
stockholders’ protective committee. 


The Multistamp Distributing Co., 168 North Michigan 
avenue, Chicago, $50,000, to manufacture and deal in metal- 
lic, rubber and wooden stamps; incorporators: L. F. Calla- 
han, R. S. Rawlings and W. J. Stuart. 


The American Bottle Cap Co., of New York, Inc., 110 West 
Fortieth street, New York, $250,000, to manufacture bottle 
caps and metal products in a factory at Bridgeport, Conn.; 
incorporated as subsidiary of the American Battle Cap Co., 
Seattle. 


GENERAL NEWS FROM THE FIELD 


Ford Motor Co. has started manufacturing fine copper 
wire and is making 70 miles of it daily for winding of 
armatures. 

Edwin Harrington, Son & Co., Philadelphia, manufacturer 
of machine tools and chain hoists, has changed its name to 
The Harrington Co. 

Landis Tool Co., Waynesboro, Pa., machine tool builder, 
has removed its New York office from 51 Chambers street 
to 30 Church street. 

R. S. Newbold & Son Co., Norristown, Pa., has appointed 
the Laughlin-Barney Machinery Co., Pittsburgh, as its repre- 
sentative in that city. 

Crane Co., Chicago, plans to open a branch distributing 
house soon in Greenville, S. C. The house will be under 
the management of P. F. Sackett. 

Nesbit & McKinney, New York, have purchased the Otis 
A. Smith Mfg. Co., Middlefield, Conn., manufacturer of 
wrenches, nipples and small hardware. 

The Quick Change Chuck Mfg. Company’s plant at Ar- 
canum, Ohio, will be sold at public auction on November 8. 
The company has been in receivership. 

Dodge Bros., automobile manufacturers, have opened a 
Canadian plant at Walkerville, Ontario, in the former plant 
of the Canadian Twist Drill & Tool Co. 

A Leschen & Sons Rope Company, St. Louis, has leased a 
new building at 808 West Washington boulevard, Chicago, 
for its offices and warehouse in that city. 

Osborn Machinery Co., Clarksburg, W. Va., has purchased 
the building in which its business is located. The company 
plans to put in a more complete line of mill supplies. 

The U. T. Hungerford Brass & Copper Co., Boston, is 
completing a new warehouse on D street, South Boston. 
The new building is two stories and is built of reinforced 
concrete. 

The Sullivan Machinery Co., has moved its Salt Lake City 
office from the Walker Bank building to the Dooly block, 121 
West Second street. The district manager in charge is B. B. 
Brewster. 

The Poole 
acquired the 


Engineering & Machine Co., 
plant of the Maryland Metal 


has 
Co., 


Baltimore, 
Products 


KILL QUPPLIES 





Waterhouse & Lester Co. has been in business on the Pacific 
coast since 1851. 

The Conveyor Mfg. & Supplies Co. has been organized with 
offices at 53 Garden street, Passaic, N. J., to manufacture 
conveying equipment and supplies. William H. Trowbridge 
is president. It is reported that the company will probably 
let contracts for wheels and belting. 

The American Association of Oil Burner Manufacturers 
has been organized with headquarters at Room 605, 20 East 
Jackson boulevard, Chicago. The principal aim of the organ- 
ization will be to disseminate accurate data concerning oil 
burning and the oil burner industry. 

Rutherford B. Burgher, who organized the National Drawn 
Steel Co., East Liverpool, Ohio, of which company he was 
general manager for five years, died last month at his home 
in that city at the age of 65. He was formerly identified 
with the Kidd Bros. Steel Co., Aliquippa, Pa. 

The capital stock of the Hamilton Beach Mfg. Co., Racine 
Wis., manufacturer of motors and electrical appliances, has 
been acquired by interests identified with the Scovill Mfg. 
Co., Waterbury, Conn. There will be no change in the name. 

Herbert K. Sparrell, president and treasurer of the B. S. 
Roy & Son Co., Worcester, Mass., builder of grinding ma- 
chinery, died in that city October 19 at the age of 76. One 
of his sons, Charles H. Sparrell, is purchasing agent of the 
Worcester district of the Wickwire Spencer Steel Corp. 


About 200 exhibitors have already signed contracts for 
space at the second exposition of power and mechanical 
engineering which will be held in the Grand Central Palace, 
New York, December 3 to 8. Both in number and in diversity, 
the exhibits promise to exceed those of last year’s show. 


The Mine & Mill Supply Co., Mulberry, Fla., plans to build 
a new home on West Lemon street, Lakeland, Fla., and will 
establish headquarters at the latter place when the building 
is completed. The company, of which Leon Thompson is 
president, recently added $100,000 to its capital stock for 
expansion purposes. 

J. M. Supply Company, Monroe, La., which began busi- 
ness on January 1, 1928, as a partnership, plans to incor- 
porate. The company caters to the oil field trade, and in 
connection with its supply business operates a machine shop 
and blacksmith shop, manufacturing and repairing oil and 
gas well machinery. 

The General Distributing Co. has been organized at Apple- 
ton, Wis., to deal in mill, factory and shop equipment, elec- 
trical appliances and devices, and general industrial machin- 


ery. The incorporators are F. F. Daneiko, D. J. Jacobson 
and Eva Daneiko. No reply to a request for particulars 


has been received up to press time. 

Atlantic Saw Mfg. Co., Inc., was recently incorporated at 
New Haven, Conn., to make tools and build machinery. The 
company is capitalized at $50,000. The following are the 
officers: President, George D. Bowers, Syracuse, N. Y.; 
vice-president, William S. Smith; secretary and treasurer, 
Thomas F. Maher, Jr.; directors, the officers and George C. 
Patterson and Caroline R. White. 

The Jolite Co., Inc., and The Jolite Tool Co. are new com- 
panies which have been organized at Milwaukee by local 
interests to manufacture tool steel and tools. The interested 
persons include Dean R. Williams, George M. Wolff, Curys 
L. Cole, Winfield S. Nussbaum and John Last. Headquar- 
ters will be at 610 Sycamore street, Milwaukee. 

James B. Clow & Sons, Chicago, manufacturers of plumb 
ing and heating supplies, recently purchased the former Chi- 





‘ag lant of the Sullivan Machinery Company on Talman 
Hagerstown, ‘ans for the use of the works have not ‘#80 Ph <a agle ace : - . 
gerstown, Md. Plans for the use and Lake streets. The company also bought some unim 
yet been formulated. kame ; en gia Ge pc apie cere aid 
ee , , : : proved property adjoining. The new acquisition wi 6 
Gallmeyer & Livingston Co., = Rapids, Mich., has utilized by the Clow company for manufacturing purposes. 
appointe he Cadillac Machinery Co., Lafayette and Beau- a Jee . 
appo d th udillae Machinery ‘ a Tae od The Jeffrey Mfg. Co. is reported to have purchased portion 
bien streets, Detroit, exclusive sales agent for its grinding : Fe , ‘ Pe; 
ee nr : : ° : of the former plant of the Kilbourne & Jacobs Mfg. Co., Co- 
machine division sales in the Detroit territory. oe Pe . m4 } 
eee : oak ae ; lumbus, Ohio, including about 5’ acres of land and the 
The American Management Association held its second an- erecting shop. The Case Crane & Engineering Co. has taken 
n ial meeting at the Hotel Astor, New York, October 29 to over the greater portion of the former Kilbourne & Jacobs 
31, the sessions being devoted largely to discussion of the plant, which was recently purchased by F. R. Huntington of 
problems of human relations in commerce and industry. the Huntington National Bank at a receiver’s sale. 
Hl aos Millholland Sales & Engineering Co., 540 Consolidated Exports of machine tools for the month of August totaled 
yuilding, Indianapolis, has been appointed exclusive distribu 16,593 as compared with 2,905 in July, according to figures 
tor in Indiana for the Rockford Milling Machine Co. to han from the Department of Commerce. The increase is due to 
lat the latter's line of milling machines and Sundstrand greater sales of pneumatic portable tools, 15,027 of these 
lathes. tools being exported as compared with 635 in August, 1922. 
The Waterhouse & Lester Co., 534 Howard street, San or the policy of the business. The new officers are E. O. 
Francisco, is reported to have taken over several of the lines Goss, president; T. M. Myers, vice-president and general 
of machine tools formerly carried by Eccles & Smith. The manager; and A. T. Druse, secretary and treasurer. 
95 
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SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 











BURMALINE Belting 


is a composition belt, guaran- 
teed for general transmission 
work and low in price. 


Burrell Belting Co. 
es 413 So. Hermitage Ave., 
Chicago 





coe 


pentnathivet hah GRINDING DRILLING 


Any Time— 

Any Place 
These and a_ hundred 
others are the opera- 
tions for which 
HASKINS' Equipments 
are used every day. 





Manufacturers will ap- 
preciate a copy of our 
new catalog giving im- 
portant data on the pro- 
duction savings possible 
with HASKINS’ Tools 
JOBBERS will find many 
items of special Interest to 
them and their customers 
Copies will be mailed on re- 
quest. 


R. G. HASKINS COMPANY 516 W. Monroe St., Chicago, Ul 














BGO 
EXPANSION BOLTS 


provide a proper method of fastening to 
masonry An absolutely permanent device, 
filling every crevice with lead Simple in 
stallation. They cost less and hold more 

The CHICAGO EXPANSION BOLT has 
Single given satisfactory service for over ten years. 
Equipment Endorsed and used by public utility com 
panies, railroads, automobile manufacturers Double 
and many industrial plants Equipment 





Dealers We willbe gladto submit samplesand prices, Write ustoday. 


Chicago Expansion Bolt Co. 
Madison Terminal Bldg. Chicago, Ill. 


Insist on Genuine 
Quality. It Bears the 
GOETZE Label 


We give you the privilege of trying 


Goetze Gaskets 
or Discs 


for ninety days on your worst valves 
and pipes If they do not satisfy, they 
will cost you nothing 


Goetze Gasket and Packing Co. 


7 Allen Avenue, 
New Brunswick, N. J. 














HETTRICK 


One of the favorite canvas 


HETTRICK 


HETTRICKC 
stitched beltings in the mill 
HETTRRICK 


HETTRICIC end 
= ot ; 


supply trade. 


It’s made right and guaran- 


Generous Discounts 


HETTRICK The Hettrick Mfg. Co. 


Toledo, Ohio 
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TYTE- 








| ‘es UNYTE 








ih 
PPE JOINT CEMENT ss PASTE FORM 
t es “ 








Jobbers of Plumb- 

ae? ing, Heating and 
A HE. SUIS. ANS DG. OO Mill Supplies every- 
| ore where sell it exclu- 
<.... sively. 


J.C. WHITLAM MFG. CO. 


Sole makers of “TYTE-UNYTE” 
WADSWORTH, OHIO, U. S. A. 














Our Latest and Best 
Look it over 





Knodell Ave, 


No. 22 Coll Fire Pot DETROED, MICH. UL S.A 


Ask for Latest Price 


CLAYTON & LAMBERT MFG. CO., 





Lovejoy Steel Plate Trolleys 


To run on lower flange of 
I Beams. Made with steel 
bushings, roller bearings and 
steel side plates. The wheels 
are as large diameters as the 
sizes of beams will permit. 
Trolleys are light, strong and 
inexpensive. 





> Write for prices 


LOVEJOY TOOL WORKS 
328 W. Ohio Street Chicago, U. S. A. 
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Brown & warpe Mfg. Co., ovidence, R. I., has presented 
gold service pins to 268 of its veteran employes, a different 
background being utilized on pins for various service periods. 
The pins were given to men who have been in the company’s 
service for 25 years or over. Of the 268 men awarded the 
pins, 1 was given a 50 years’ service pin, 20 were in the 
40 years class, 116 were 30 year men and 131 were 25 year 
men. 

In response to urgent cables from important Japanese 
interests, two of the highest Westinghouse officeals, General 
Guy E. Tripp, chairman of the board, and Loyall A. Osborne, 
president of the Westinghouse International Company, left 
for Japan on October 4th. They sailed from San Francisco 
on October 10th in the S. S. “Shinyo Maru,” and will visit 
Shanghai, Hongkong, Pekin and the Philippines before 
returning home. 

The Columbus Machine Works, Columbus, Ind., which was 
recently sold to a group of Crothersville, Ind., men, will re 
move to the latter place. The following directors were 
elected at a recent meeting: W. P. Rider, H. I). Gouvenors 
and A. C. Kewitt, all of Crothersville; Mrs. Geneva Blancher, 
Toledo; Mrs. Julia B. Eckleman, Salina, Kansas; Frank P. 
Boyd and J. E. Campbell, Indianapolis. W. P. Rider 
been elected president. 

Cain-O’Berry Boiler Co., Orlando, Fla., has acquired the 
business of MeCarthy & Leu, Jacksonville, Fla., and has 
consolidated the two organizations. The stock of the Jack 


has 


sonville store has been moved to Orlando and the consoli 
dated business will hereafter be conducted from the latte 
place. Ernest MeCarthy and Harry P. Leu are both con 


nected with the Cain-O’Berry Boiler Co., Mr. Leu being presi 
dent and general manager. 

Among the manufacturers of mill supplies represented by 
exhibits at the fifth annual convention of the American 
Society for Steel Testing at Pittsburgh October 8 to 12 were 
the following: Racine Tool & Machine Co. Racine, Wis.; 
Peerless Machine Co., Racine, Wis.; E. C. Atkins & Co., 
Indianapolis; Henry Disston & Sons, Ine., Philadelphia; 
Hunter Saw & Machine Co., Pittsburgh; Bristol Co., Water 
bury, Conn.; and the Shore Instrument & Mfg. Co., Jamaica, 
N. Y 

Jobbers of Minneapolis and St. Paul honored G. A. Chatlec 
at a luncheon on Friday, October 12. Mr. Chatfee has re 
tired as manager of the Minneapolis branch of Crane Co. 
after 35 years’ service. Resolutions praising him for hi 
service to the trade were presented to him by his colleague 
{mong the speakers at the luncheon were M. M. Cochran, 
of the Cochran-Sargent Co., P. J. Frey, of the Central Sup 
ply Company, and P. R. Mork, uceeeded Mr. 
Chaffee as manager. 

Merrit A. Potter, one of the original incorporators of I. C. 
Atkins & Co., Indianapolis, died in that city on Septembe: 


who Nats 


25 after a long illness. He was born in Clarkston, Mich., 
August 1, 1855, and moved to Indianapolis in 1874. Four 
years later he became associated with the firm of EF. C 


Atkins & Co. When the latter was incorporated in 1885, Mr. 
Potter became treasurer and served in that capacity until 
1911, and has since been secretary of the company.  H 
as the last of the original inecorporators of the company 


Adt, 
New 


Howard Ellsworth 
Geometric Tool Co., 


president and treasurer of the 
Haven, Conn., died suddenly at hi 


country home in Woodbridge, Conn., on Sunday evening, 
October 14, from heart trouble. Mr. Adt in 1899 organized 
the company of which he was the head, and in addition to 
is duties as president and treasurer, had also served as 
general manager up to October 1, when he named Jame 


W. Hook, former president of the Allied Machinery Co. of 
\merica, to succeed him. Mr. Adt was also e 
iness enterprises and. civic 


mnected wit! 
organization 

The Tidewater Supply Company, Inc., Norfolk, Va., re 
cently purchased the bankrupt stock of supplies of the Ne 


other pi 


3ern Tron Works, New Bern, N. CC. J. A. Beasley, pre 
dent and treasurer of the former company, advises that hi 
company at the present time is closing out thi tock by 
selling and shipping direct from New Bern, but that it 
the intention to close up the transaction a oon as po 
sible. There was a report in circulation to the effect that 
the Tidewater Supply Company would continue to operate 
branch at New Bern, but Mr. Beasley’s statement indicate 
that this report was a mistake. 

The New England Iron and Hardware Association held it 


annual fall outing at the Tedesco Country Club, Swampscott, 
Mass., on Tuesday, September 25. The big the 
outing wa tournament. The prize were F. 


feature of 
vinners 


¢ 


a golf 








M. Butts, Butts & Orc 

Parker & Co., best gros: 
second net; J. E. Kelley, 
E. P. Williams, Corbin 


“o., best net; A. P. Chase, Chase, 

’. C. Butts, Butts & Ordway Co., 

monds Saw & Steel Co., third net; 
Serew Co., largest score. <A brief 
business session Was pr .ided over by President Myron B. 
Damon. The association adopted appropriate resolutions on 
the death of the late Frederick H. Butts. 

The American consulate at Pernambuco, Brazil, desires two 
sets of catalogues and price lists of machinery necessary 
for the manufacture of bent-wood chairs and other furni- 
ture, including machinery for the purpose of preparing rat- 
tan and weaving rattan seats and backs of bent-wood chairs 
and furniture. It is essential that interested manufacturers 
address such catalogues and covering letters to the Industrial 
Machinery Division, Room 815, Bureau of Foreign and Do- 
mestic Commerce, Washington, D. C., and that each catalogue 
be marked: “For Industrial Machinery Division, to be for- 
warded to American consulate, Pernambuco, Brazil.” 

J. H. Williams & Co., manufacturers of drop-forged tools, 
are consolidating their manufacturing operations in their 
Butfalo plant. The company will, however, maintain at its 
Srooklyn address a large warehouse for standard catalog 
goods, and will also maintain an office and sales force. The 
Butfalo plant was established 10 years ago and was operated 
as a branch plant of the main factory at Brooklyn. Many 
of the skilled workers and some of the machinery from the 
old Brooklyn plant have been transferred to Butfalo. The 
move, according to Williams officials, has been made in the 
interest of economy and eflicieney in manufacturing opera 
tions. 

The National Tube Co., Pittsburgh, plans to build a large 
research laboratory near the Mellen institute, that city, for 
the purpose of carrying on chemical and physical researeh 
work to improve the material process and manufacture of 
steel tubes and pipe, and to improve the service given by 
these products. It is believed that this institution will have 
an educational value in teaching the interested how to get 
the best service out of tube products of which about 3,000,000 
tons are produced annually in this country. The plan is still 
in the formative process, and the location of the laboratory 
ix contingent upon securing a transfer of a small triangular 
plot of land adjoining the property on which is located the 
United 


States bureau of mines. 

The Black & Decker Manufacturing Company announce 
that it will have a delegation of 37 representatives at the 
\utomotive Equipment Association convention and exhibit 
in Chicago November 12 to 17. The company will have a 


pecial exhibit and will have an important announcement to 


make at the time of the show. The following representative 
vill be registered at the Congre hotel during’ the show: 
S. }. Black, president; R. W. Procter, sales manager; W. C. 


Allen, sales supervisor; R. 1). Black, advertising manager; 
G. W. Brogan, C. G. Odell, D. G. Caywood, R. S. Mitten, 
C. M. Hall, A. J. Hopkins, R. W. Somersville, M. A. Johnson, 
G. R. Lundane, H. G. Smith, J. N. Labelle and M. B. Fox. At 

















the Morrison hotel will be registered the following men: 
H. W. Fox, D. G: Caywood, Jr., H. B. Hazerodt, T. H. Bell 
ing, L. C. Gehring, T. H. Schaffe, H. C. Stratten, T. €C 
Cornell, A. W. Helbush, A. F. Roth, FE. [. Firestone, Roy 
Griscom, G. O. Duke, R. Eb. Mizener, M. A. Weidmayer, C. L. 
Herb, R. R. Herrick, L. KE. Berry, A. D. Geiger, H. W. Dixon 
and W. M. Silliman. 

f Line Advertisements under heads of Wanted, For Sale, etc., 
terll e published in this Def rtment at a vate of 25 cents a line, each 
AGENCIES WANTED 
WANTED—Sales manager desires to take on agency fo 
team specialty in Greater Ne York and State of New 
Jersey. Thorough acquaintance with industrial and jobbing 
house Submit proposition to No. T64, care Mint 

SUPPLIES, 037 S. Dearborn St., Chicago 
‘ > mn~7€ ‘ . i ir 
GRAPHITE GREASE 
GRAPHITE PAINT 
Lubricating Graphite Boiler Graphite | GRAPHITE 


Pipe Joint Compound 
SUPERIOR FLAKE GRAPHITE COMPANY 
76 West Monroe St.. Chicago, Il. 
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Quality WW 


is a necessary considera- 
tion where protection £ 
against fire loss is in- [jg ars 
volved. All Diener te 
Products are produced 
with this idea in mind. 
This is only one of the 
many reasons for the 





SERWDIENER 
. 3 RMEC.CO. 
large sale of Diener FRXai 


products to large indus- MW . 
trial plants and the {iM 
growing demand for 
them everywhere. 


“‘Protection”’ Approved Safety 
Non-Explosive Can 


and all other Diener Products are being sold easily by 


jobbers who wish to build business for permanence, 
because Diener reputation aids in their sale. 


We Want More Jobbers—-Now 
You will find it to your interest to investigate this line 


further. Write for catalog showing our complete line, 
price list, and any other desired information. 


George W. Diener Mfg. Co. 


400-420 MONTICELLO AVE., CHICAGO 














Mechanical 


Rawhide 





is vastly superior to the ordinary 
rawhide lace leather. 


In making it no lime or acids are used to distend 
and weaken the natural hide fibres. The genuine 
mechanical Chicago Rawhide has much greater ten- 
sile strength than any other, and you or your cus- 
tomer can safely carry it in stock for months or 
years without danger of its rotting or growing hard, 
as the ordinary rawhide or Indian-tan leather does. 


Chicago Rawhide “Selected” Cut Lacing 
Mechanical—Every lace perfect 


—It will pay you to handle 
this lace leather and none other— 


Write us for Prices and Samples 


The Chicago Rawhide Mfg. Co. 
1301 Elston Ave Chicago, Ill. 


Mechanical Leather Tanners 


Rawhide Indian Tan Krome 











Union 
there is Strength” 





ND this is especially true of the 
A Williams Double Disc Gate 


Valve. For instance, there’s the 
Union Ring feature. This makes a 
rigid union joint between bonnet and 
body and adds much to the strength 
of the whole construction. The joint 
cannot corrode or stick and is easy to disconnect 
should inspection or renewal of discs ever be- 
come necessary. Remember also, that 


WILLIAMS 
Gate Valves 


are designed on the double dise principle. The full 
unobstructed opening adapts the Williams to a wide 
variety of uses, while its self-adjusting double disc 
mechanism automatically compensates for any body 
strains which may affect angle of seat, consequently it 
can be relied upon to seat tight under any condition of 
service. 





Send us a stock order—small or large—-and we'll do the 
rest toward making your valve trade more profitable. 


The D. T. Williams Valve Company 


Cincinnati, Ohio 











—) 3 ih OF Bic 
>} © = On wale 








S” many good dealers, 
plumbers and pump 


men have been so suc- 
cessful with MYERS 
ELECTRIC HOUSE 


PUMPS and DIRECT 


WATER SYSTEMS 
and have so many good 
things to say about them 
rough satisfied users, that we 


inhesitatingly recommend 
m to anyone interested in 
sale and_ installation of 
water systems for residences, farms, public or pri- 
institutions. Investigate the MYERS “Honor- 


line today, and like others, capitalize its many 


lependal 
- 





Tit FE. MYERS & BRO.COoO.Ashiand Ohio. 


—ASHLAND PUMP AND HAY TOOL WORKS-" 
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Eleven handy tools 
either plain or ratchet 
type, each threading 
from 4 to 8 sizes, make 
a complete assortment 
covering every demand. 


First Impressions and Actual 
Performance Both Help You 
Sell this Die-Stock 


The sturdy appearance of Oster Bull Dog Die Stocks, 
backed up by a thirty year reputation for tools that cut leak- 


proof threads quickly and easily, greatly simplifies your 
first sale to a new customer. 


Their accurate results and ability to stand hard usage with- 


out the need of constant repairs assure satisfactory volume 
of repeat business. 


The steady Oster advertising, adequate profit-margin and 
live leads furnished by the manufacturer make Oster Stocks 
and Dies a profitable tool for supply houses to handle. 


Have you our latest catalog? 
THE OSTER MANUFACTURING COMPANY 


Specialists in Hand and Power Pipe-Threading Equipment. 


2087 East 6lst Place, Cleveland, Ohio 
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When writing to Advertisers please mention MILL SupPPLigs. 
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| SAFETY SET SCREWS 


A Good Screw. 

That’s what they all say. 

You can’t break them. 

You can’t twist the heads off. 
You can’t mushroom the points. 
You can’t wear them out. 

BUT you sure can sell them. 


Mac-it Screws are made from a 
special alloy steel and heat 
treated to meet the extreme con- 
ditions as demanded by your cus- 
tomers. 


Made in all sizes. 


Are you one of the many pleased 
Jobbers selling Mac-it Set 
Screws? 


If not—just drop us a line and we 
will send you samples for test 
and quote you prices. 


THE STRONG, CARLISLE 
& HAMMOND CO. 
Cleveland, O. 


BRANCHES: 


Boston Philadelphia ., Detroit 
New York Chicago 
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